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Q. What are bording houses? 


John heard next that dieting, 

Was the only thing ’twould cure him,— 
Live on a jill of soup each day, 

And they offered to insure him. 
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RESOLVE - Sell Union Mutual Prompt and predictable underwriting* 
Insured Savings Plan s 
in the Home Office is worth a bag of 


SLIPPERY - Good time to sell hy 
Union Mutual Non-Can 5 &A| gold to the professional field o4/Z 


Income Tax Time - review of underwriter. Ic means time 

part a a saved in calling on prospects 7S qe 

SPRING - renewed vitali - money made in completing sales, and 

selling Union Mutual Prefers delivering the policy. Many Union 
f Mutual Home Office people, including 

— “as the President, have been in the field 

themselves ... can see it through the 

WEDDINGS - Need 

Family Income 8 a =| field man’s eyes. And Union Mutual, 

VACATIONS - pom Re y a though big enough to offer 

Plans provide future vacations ’ comprehensive personal cov- 

Back to work - ideal Program- fe .crage, is small enough to work 

ming time with each UM representative ¢ x6 

SCHOOL AGAIN - sell Union| on @ personal, individual basis 

Mutual Juvenile Insurance VV 

— for more sales, more profits. [ 


New Homes ready - Mortgage 
Retirement protects family 


Group and Wholesale make fine 
Xmas gifts for employees re 





* The average time required to underwrite 
a life policy is 3 days from receipt of 


XMAS - Let the season 
application to mailing of policy. 
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The Doctor looks at Diabetes 


It is estimated that there are one million 
people in our country who have diabetes... 


Their chances of living happy, useful lives are better 
today than ever before. In fact, life expectancy for the 
average diabetic is now double what it was before the 
discovery of insulin. 


Moreover, the outlook for still further gains against 
this disease is good, as medical science is constantly 
improving the treatment for diabetes. New types of 
insulin, for example, have made possible better control 
of this condition. Hope for future progress lies in cur- 
rent research on insulin and on utilization of food by 
the body. 


Doctors say, however, that successful control of 
diabetes more than ever depends largely upon the 
diabetic himself, who must understand his disease in 
order to learn to live with it. Above all, he must co- 
operate closely and faithfully with his physician in 
keeping insulin, diet, and exercise in correct balance. 

Today, the patient who carefully follows the doctor’s 
instructions about these three essentials of treatment 
—as well as other measures to maintain good health— 
can usually look forward to many years of happy living. 


However, there are a great many people 
in our country who have diabetes, 
but do not know it... 


This is because the disease usually causes no obvious 
early symptoms. Yet detection is easier today than 
ever before. For instance, it is now possible for anyone 
to make a simple test at home to detect sugar in the 
urine—one of the signs of diabetes. 


This test is also a routine part of most medical exam- 
inations. If the test is positive, the doctor can then 
make additional tests to determine whether the pres- 
ence of sugar is due to diabetes or some other condition. 


Authorities urge everyone—particularly those who 
are middle-aged, overweight, or who have diabetes in the 
family—to have a check-up for diabetes included in 
regular physical examinations. In this way, the disease 
can be discovered early when the chances of successful 
control are best—often by diet alone. It is especially 
important for those who are overweight to be on guard 
against this disease, as studies show that 85 percent of 
diabetics over age 40 were moderately or markedly 
overweight before the onset of the disease. 








Doctors stress the importance of 
learning the symptoms of this disease. 
They are: excessive hunger, excessive 
thirst, excessive urination, continual 
fatigue, and loss of weight. Although 
these symptoms may indicate well- 
established diabetes, prompt and proper 
treatment can usually bring it under 
control. Indeed, many patients live as 
long with diabetes as they would be 
expected to live without it. 
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1 Mapison Avenvugr, New York 10, N. Y. 


This advertisement is one of a con- 
tinuing series sponsored by Metro- 
politan in the interest of our national 
health and welfare. It is appearing in 
two colors in magazines with a total 
circulation in excess of 32,000,000 in- 
cluding Collier’s, Time, Newsweek, 
Saturday Evening Post, Ladies’ Home 
Journal, Good Housekeeping, Cosmo- 
politan, McCall’s, American Maga- 
zine, Woman’s Home Companion, 
National Geographic. 


COMPANY) 




















NEW 
an admini 
balances 
hindrance 
mony is t 
Auto Wo 
describes 
ploye ben 
members « 
tion pane 


that one s 
standing 
labor mer 
that cost 
into evalu: 
He met 
minority | 
proposed | 


areport ci 
an even le 


‘| WSB Lac! 


As to co 
tering the : 
said it wo 
time to ev 
and indust 
son units f 
WSB hasn 
likely to ge 
However 
tion to th 
holds new 
isting plan 
parison gr 


“ 


employer i: 
group of v 
_ In most 
ing adequ 
lagged so 1 
of benefits 
recently ad 
fall far shc 
in the indv 


“Half the ( 


_ Explaini: 
ity report 
its propos 
to, Mr. Be 
bers woul 
under whi 
Cost. But, 
the cost” 
¢cost basis, 
is determine 
phe said, w 
It would b 
vidends tc 
cost for e 
nd follow 








HE NATIONAL UNDERWRITER Life Insurance Edition. 


( Published weekly by the National Underwriter Compary, Office of Publication, 175 W. Jackson Blvd., Chicago, Ill 
0, 45, Friday, November 9, 1951. $5.00 per year (Canada $6.00). 20 cents per copy. Entered as second class matter June 9, 1900, at the post office at Chicago, Ill., under Act o 


., U.S.A. 55th” a 
f March 3, 1870ma 05 — 





LIFE 
INSURANCE 
EDITION 


FieNATIONAL 


UNDERWI 





\N Ys WSS 5 SSS YN 
\ SN N 
TITER. 


November 9, 1951 
55th Year, No. 45 








idalls Minority WSB 





impossibly Complex 


Becker, Auto Workers 
Insurance Head, Assails 
“Averages” as Yardstick 


NEW YORK—Impossibly complex to 
an administer, a barrier to correcting im- 
balances in benefit programs, and a 
hindrance to labor management har- 
mony is the way Harry Becker, United 
Auto Workers social security director, 
describes the minority report on em- 
ploye benefits made by the two industry 
members of the tripartite wage stabiliza- 
tion panel of the wage stabilization 
board, : 

Mr. Becker is one of the four labor- 
public members of the panel whose re- 
port was reported in THE NATIONAL 
UnpeRwRITER for Oct. 26. The minority 
report was given in last week’s issue. 

Mr. Becker, who is in New York for 

the CIO national convention, also at- 
tacked the minority report on the ground 
that one section of it violates the under- 
standing on which industry, public, and 
labor members agreed from the start, 
that cost of benefits should not enter 
into evaluating benefits. : 
He mentioned, too, that while the 
minority report says that within the 
proposed comparison groups the crite- 
tion “may” be the average of employers 
having benefit plans or with plans re- 
cently adopted or revised, there is no 
specific recommendation and hence such 
areport could indicate tacit approval of 
an even less liberal yardstick. 


WSB Lacks Administrative Funds 


As to complexity and cost of adminis- 
tering the minority proposal, Mr. Becker 
said it would take an impossibly long 
time to evaluate the plans in the cities 
and industries comprising the compari- 
son units for each employer and that the 
WSB hasn’t that sort of money and isn’t 
likely to get it. 

However, Mr. Becker’s chief objec- 
tion to the minority report is that it 
holds new plans or amendments to ex- 
isting plans to the average of the com- 
parison group used rather than to the 
“pattern” which the majority report de- 
fines as what is being done by a major 
employer in a major industry for a large 
group of workers. 

_ In most industries the work of obtain- 
ig adequate welfare programs has 
lagged so much, he said; that an average 
of benefits under existing plans or even 
recently adopted or revised plans would 
fall far short of the better type of plans 
in the indutsry. 


“Half the Cost” Troubles 


. Explaining his charge that the minor- 
ity report uses cost in connection with 
its proposals, despite an agreement not 
to, Mr. Becker said the industry mem- 
bers would exempt from control plans 
under which the employe pays half the 
Cost. But, he asked, how would “half 
the cost” be determined. If on a net 
cost basis, it would be impossible to 
determine the figure till the year end, 
he said, while if gross cost were used 
|'t would be necessary to pay policy di- 

vidends to workers, compute the net 
Cost for each benefit for each worker 
and follow up workers who had left dur- 
ing the year to pay them their dividends. 





Life Counsel Assn. 
Gives Program for 
Winter Meeting 


Assn. of Life Insurance Counsel has 
scheduled six speakers on topics of cur- 
rent interest for its winter meeting at 
the Waldorf Astoria in New York City 
on Dec. 10-11. 

The meeting gets underway on Mon- 
day afternoon. The annual reception 
will be held that evening and the pro- 
gram winds up on Tuesday morning. 

The lawyers’ meeting was moved up 
one day in line with the general advance 
of one day in the meetings of Life In- 
surance Assn. of America, scheduled for 
Tuesday and Wednesday, Dec. 11-12, 
and Institute of Life Insurance, on 
Thursday, Dec. 13. Usually these meet- 
ings have been held one day later in 
the week. 

Speakers for the meeting and their 
subjects not necessarily in the order in 
which they will be delivered, are Ger- 
hard D. Bleicken, associate counsel, 
John Hancock, “Charitable Contribu- 
tions’; Edward J. Schmuck, general 
counsel, Acacia Mutual, “Developments 
Under the 1950 Social Security Act 
Amendments”; Elizabeth V. Doogan, 
counsel, U. S. Life, “How Does the 
Trading with the Enemy Act Affect Life 
Insurance Policies”; Ralph A. Church, 
counsel, Equitable of Iowa, “Dual Li- 
censing: Some Problems”; Eldon Wal- 
lingford, assistant general counsel, Life 
Insurance Assn. of America, “The Un- 
claimed Funds Problem”; Richmond 
Moore, counsel, Beneficial Life, “Life 
Companies and the Taft-Hartley Act.” 





First Crack Appears 
in WSB Ice 


WASHINGTO|N—The wage sstabil- 
ization board has announced that it will 
permit a tripartite subcommittee to ap- 
prove, by unanimous consent, certain 
minor types of readjustments and in- 
creases in employe benefit plans dealing 
with group life, A. & H. and hospitaliza- 
tion. 

These permit an employer who al- 
ready has a plan to extend it to other 
geographical units of the company; to 
extend it to smaller units of employes 
within the company, or to adopt im- 
provements that will result in “relatively 
small” changes in the benefit level. 

The WSB bulletin makes no mention 
of pensions. 





Finance Men Meet Nov. 12-14 


American Finance Conference will 
hold its annual business convention at 
Chicago Nov. 12-14. Insurance men on 
the program are John A. Howe, invest- 
ment director of Mutual Life, and Dr. 
J. L. Brakefield, director of public rela- 
tions, Liberty National Life. 








Like the majority report, Mr. Becker 
denied there was any danger that bene- 
fits would get out of line because of the 
lack of rigid limits. He said that costs 
of medical care and semi-private rooms 
tend to reflect living costs in a given 
area and that A. and H. benefits, which 
he said should run 60 to 65% of income 
reflect wages being paid. He said that 
union efforts to get fringe benefits have 
little connection with cash wage de- 
mands, since each of these two classes 
of remuneration are sought on the basis 
of bringing them up to a reasonable 
level. If in a given industry the employe 
benefit program has been weak, em- 
phasis will be placed on that regardless 
of wage levels. 





L.1.A. Announces 
Program for 
Annual Meeting 


Three leaders in the political, banking 
and publishing fields will speak at the 
annual meeting of 
Life Insurance 
Assn. of America 
in New York City 
on Dec. 11-12. 

Speakers at the 
Waldorf - Astoria 
meeting are Sena- 
tor Everett M. 
Dirksen of Illinois, 
Allan Sproul, pres- 
ident of the Fed- 
eral Reserve Bank 
of New York, and 
Arthur Hays Sulz- 
berger, publisher of 
the New York 
Times. Mr. Sulzberger will return on 
the eve of the meeting from a six weeks 
European trip with first-hand informa- 
tion on the situation abroad. 


Feature Informal Discussions 


On the life insurance side of the pro- 
gram emphasis will be placed on infor- 
mal discussions of current questions up- 
permost in the minds of leaders in the 
business. These will feature a discussion 
of A. & H. and group insurance. 

A highlight of the meeting will be the 
presidential address of M. Albert Linton, 
president of Provident Mutual. The 
association is making special surveys to 
forecast the amount of life insurance in 





E. M. Dirksen 








A. H. 


Allan Sproul Sulzberger 


force at the end of 1951, the amount 
of new life insurance purchased during 
the year, and disbursements to policy- 
holders and beneficiaries. The results of 
these studies will be announced at the 
meeting. There also will be a report 
giving the latest available data on in- 
vestments. 


Program Details 


This year the program has been ex- 
panded to cover three full sessions. 
Beginning at 1:30 p.m. Dec. 11, the 
first session will open with reports and 
an informal discussion led by President 
Linton. Senator Dirksen’s address fol- 
lows. 

The morning session on Dec. 12 opens 
with Mr. Linton’s address. This is fol- 
lowed by the discussion of A. & H. and 
group. The traditional luncheon will be 
held in the grand ballroom. Mr. Sulz- 
berger is the guest speaker. 

Mr. Sproul’s address opens the after- 
noon session, after which there will be 
a business meeting. 

Chairman of the committee arranging 
the meeting is Julian D. Anthony, presi- 
dent of Columbian National. 


N. W. Mutual Veterans Meet 


Thirty-one home office employes of 
Northwestern Mutual Life were induct- 
ed into the Quarter Century Club at 
the annual dinner meeting. Arthur W. 
Gross, president of the club, and Ed- 
mund Fitzgerald, company president, 
spoke. 





Kirkpatrick Says 
Federal In-Force 
Figures Top Insurers 


C. of C. Leader Sees 
Insurance Socialism 
Already Well Entrenched 


There is now $325 billion of life in- 
surance in force under four government 
schemes, A. L. Kirkpatrick, manager 
of the insurance department of the 
U. S. Chamber of Commerce, declared 
at the meeting of National Assn. of 
Independent Insurers at Chicago. This 
he compared with less than $300 billion 
in force in private companies. Mr. 
Kirkpatrick was answering his own 
question which was “Is socialization of 
insurance in the offing in the United 
States?” He indicated that if by sociali- 
zation is meant the continued expansion 
of the federal government or a combina- 
tion of federal and state government 
into the use of insurance techniques 
combined with subsidies that the answer 
must be, “Socialization is not only under 
way but is already well advanced and is 
progressing at an alarming rate.” He 
admitted this might come as a surprise 
because nearly every insurance company 
of every type is now handling all the 
business its facilities permit and execu- 
tives have been paying relatively little 
attention to what government has been 
doing in areas adjoining their immediate 
fields of operation. 

Mr. Kirkpatrick got his figure by 
totaling social security, veterans’ insur- 
ance, civil servant coverage and rail- 
road retirement benefits. The figure for 
private life insurance in force includes 
$10 million in saving bank, assessment 
plans and fraternal societies. 

Mr. Kirkpatrick quoted the social 
security administrator, Arthur Altmeyer, 
as testifying last March that the surviv- 
orship benefits under social security 
amounted to $190 billion in force and by 
the end of the year will amount to $250 
billion. This figure does not include 
the old age pension benefits under social 
security, but only the amount of life 
insurance which is payable under the 
law to the widow and surviving children 
of an insured worker. He placed: the 
value of individual protection for the 
insured worker at $10,000 apiece for 24 
million insured workers who have chil- 
dren. Some amounts may range as high 
as $35,000 for a single worker, he said. 

According to Mr. Kirkpatrick, the 
veterans administration has approxi- 
mately $52 billion of life insurance in 
force and with the addition of gratui- 
tous insurance the coverage may be up 
to $60 billion by the end of 1952. 

He reported that life insurance in 
force under the railroad retirement act 
amounts to approximately $5 billion and 
benefits for members of the civil service 
amount to another $10 million in force. 

While private life companies have an- 
nuities and pensions on their books ag- 
gregating ultimate payments of roughly 
$2 billion a year, Mr. Kirkpatrick re- 
ported that the social security system 
has annuities in force aggregating some 
$36 billion a year or 18 times the amount 
of the private life insurance companies. 
He commented that, even allowing for 
pension plans not insured by private 
life companies, it may be conservatively 
said that social security annuities are 
10 to 15 times as much as all private 
annuities put together. 
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MIDWEST CONFEREES PONDER SURVEYS 





Take Management to Task for Poo 
Merchandising, Term Philosophy 


Faulty merchandising methods are at 
least to some degree responsible for the 
fact that after almost 200 years of life 
insurance in America, the average family 
is still covered for less than one years 
income. Yet the selling job in recent 
years is not as bad as the unanalyzed 
figures indicate, and despite the various 
factors that are often said to be nar- 
rowing the market, the opportunity for 
the new man today is equally as good as 
it was a decade or even 20 years ago. 
Many of the shortcomings of agents are 
really but a reflection of the manager's 
own attitudes, including the trend. to- 
ward term, which may indicate that 
agents themselves have become sub- 
consciously “tainted with the something 
for nothing philosophy of social plan- 
ners.” : 

Such were the major conclusions 
reached by the 11th Midwest Manage- 
ment Conference, which met at French 
Lick, Ind., and devoted its formal talks 
and open-forum discussions to_ the 
theme, “What’s Wrong With Our Mer- 
chandising Methods?” 

The conference, sponsored annually 
by the Indianapolis General Agents & 
Managers Assn., the oldest managers 
association meeting, drew 125 field and 
home-office management men from 
throughout the U. S. There was also 
a large attendance of wives, many of 
whom took in the sessions. 


Emphasizes Better Merchandising 


Speaker of the opening dinner was 
James Rutherford, Prudential vice-pres- 
ident, speaking on, “The Next Step, 
Better Merchandising.” 

“We have been kidding ourselves that 
we can find a short-cut to merchandis- 
ing; but there is none,” Rutherford de- 
clared, posing the question, “Why is it 
that, after almost 200 years of life in- 
surance in America, we still have the 
average family covered for less than one 
year’s income? 

“It isn’t the product,” the speaker 
said. “Actuaries stand ready with the 
ingredients to compound any policy 
needed. It’s not lack of public accept- 
ance or public ability to pay. Faulty 
merchandising is at least part of the 
answer.” 

Mr. Rutherford defined merchandising 
as “supplying what the customer wants, 
showing him where to find it, and pack- 
aging it attractively.” 

He broke the subject of merchandis- 
ing into two phases: merchandising the 
product to the public and merchandising 
it to the salesmen. Of the two, he in- 
sisted, the latter is perhaps the more 
important, or at least the more primary. 
“Too often,” the speaker charged, “we 
prepare good merchandise for the public 
but fail to sell it to our own salesmen.” 


Need Increases 


Francis L. Merritt, Central Life of 
Iowa vice-president, told the confer- 
ence, “If we add the entire protection 
afforded the public today from every 
source, NSLI, group, SBLI, and meas- 
ure this total against our increased pop- 


ulation, our new concepts regarding 
needs, the value of our dollar, and our 
net disposable income, there still re- 


mains a greater need for our service 
than ever before.” 

Offering a chart tabulating new ordi- 
nary sales for various years, adjusted 
for population increase and varying pur- 
chasing power of the dollar by years 
cited, Mr. Merritt showed that from a 
high of $10.4 billion new in 1930, the 
industry dropped to an adjusted-com- 
parison of $8.6 billion in 1950. 

“Do these facts indicate that our 
intrinsic opportunity is less now than a 


had 


decade ago: 


Speaking on how to detect signs of 
a coming breakdown in an agent’s 
morale, Kenneth Lancaster, general 
agent American United, Benton Har- 
bor, Mich., reported the results of a 
survey among 125 agents representing 
32 companies throughout the country. 


BREAKDOWN CAUSES 


Some 90% of the agents surveyed 
gave poor business as the major cause 
of poor mental attitude. There were 
24% indicated family conflicts as an- 
other cause; 46% named debts; 23% 
named the world situation. There was 
a 73% declaration that the best way 
they had found of getting out of the 
dumps was recreation or just getting 
among people. Some 39% named “an 
act of service for someone else”; and the 
least frequent method of all was “talk- 
ing to my general agent or manager.” 

Mr. Lancaster reported further that 
15% said their general agent could be 
of help in pulling them out of mental 
doldrums; 10% did not answer; 75% 
ane, sane general agent was of no help 
at all. 

“In other words,” the speaker con- 
cluded, “the vast majority of men get 
themselves out of mental slumps by 
escapism and with no help from their 
manager.” 

Speaking Friday afternoon, Ray Pat- 
terson, general agent Penn Mutual, 








Indianapolis, reported that a survey con- 
ducted by him among 150 general agents 
and managers throughout the U. S. 
showed that 80% use some kind of 
financing and that 71% of the plans pro- 
vide increases in income to the agent 
even while there is a deficit in the 
agent’s account. 

Some 22% of the managers replying 
said that financing had increased turn- 
over; 39% said that it makes no dif- 
ference in turnover, while 39% said it 
has decreased turnover. There were 
68% of those replying whose companies 
share any financing loss sustained by 
the general agent or manager. 

“How fortunate we are,” Patterson 
declared, “to have companies which are 
willing to pay part of the cost of our 
bad judgment in an area where we 
stand to profit if our judgment turns 
out to be good.” : 

Of the managers queried, 80% said 
they would not be interested in trying 
to build an agency without financing, 
according to the speaker, whose conclu- 
sion from the survey was his topic, “It 
Takes More Than Money to Keep Men 
in This Business.” 

“The Blue Collar Market and What to 
Do About It” was discussed by W. R. 
Jenkins, vice-president Northwestern 
National. Reporting that the subject of 
the blue-collar market has become a 
rather hot one in recent months since 
he was asked to talk on it, Mr. Jenkins 
reminded his listeners that the did not 


HATS OFF 


TO OUR INDUSTRIAL . 
AGENCY DEPARTMENT 


Mere words seem colorless when used to comment on the 


four-week October Campaign 


in Commonwealth’s Indus- 


trial Agency Department. This campaign produced the 
greatest production record in the history of the company. 


In closing this Campaign, which was dedicated to the 


Industrial Department’s 


field force, 


Commonwealth 


wishes to publicly express pride in this outstanding per- 
formance and to congratulate the entire agency force on 


a superlative performance. 


INSURANCE IN FORCE OCTOBER 1, 1951— 
$520,421,929 


COMMONWEALTH 
Life Jusurance Company 


HOME OFFICE ¢ COUISVILLE, KY. 





coin the phrase and that he stood in ¢ 
ticklish spot of “being taken to 


woodshed by one side or the other,” 7 


matter what he said on the subject, 
Some ordinary managers have fg 
they should be following what is app; 
ently a “flow of money into the skilleg 
worker market,” he declared; "but f 
lowing it calls for a change of manag 
ment direction, and there is where oy 
footwork gets mixed up. Consequenti 
there is always a lag between coverag 
in any new market and the potential ; 
that market.” us 


This lag, according to the speaker, j 4 


not in itself bad. It indicates that “ 


lag between the potential created by ip 
creased national income and the amouy 
of disposable income going into life ig 
surance. 

“We castigate ourselves over the fx 
that while 20 years ago, we had 8% of 
disposable income going into gross pre. 
miums, today we have only Bie fo. What 
we forget is that the 8% and the 344 
are the gross new and renewal pre 
miums and that renewal premiums builj 
up over a half-century or more. The 8% 
figure is simply a magnificent tribute tp 
the will-power of the American public 
It was attained only at the bottom 
the greatest depression in all histor 
when disposable income had fallen 50% 
in three years; but‘ in spite of this 
tragic shift in the economy, the public 
hung on to its life insurance.” 


8% Gross Premium Danger 


Actually, Jenkins reported, when the 
burden of gross pr- niums reaches 8% 
of disposable incor.c, “life becomes a 
sales manager’s hell, with agents starv- 
ing for new business, lapse rates up, 
turnover high, and earnings for all con- 
cerned at a very low ebb. 

“Indeed,” he continued, “studies we 
made at Northwestern National some 
time ago show clearly that when gross 
life insurance premiums approach 5% 
of disposable income, our sales forces 
are in for tough times.” 

_Mr. Jenkins listed seven “specifica 
tions for attacking any new market’: 
tune management thinking to the mar- 
ket; strive for frequent sales rather than 
large average sale; look for a specific 
man to work the market; build rather 
than exploit; use packages that fit; gear 
methods to the market; do market te 
search in the agency. 

“Remember,” Mr. Jenkins concluded, 
“shifting your market is next door to 
going into a new business.” 





TERM TAINT 





The trend toward term sales may be 
an indication that the average agent has 
become subconsciously tainted by the 
social-planning philosophy of something 
for practically nothing, Russell Wor 
derlic, Baltimore manager Mutual Lift 
of New York, told the conference. 

Some of the trend to term may be 
laid at the door of the companies for 
stressing volume, both as such and 
directly by allowing too much credit 
term issues for honor clubs. Some maj 
be laid to economic conditions. But by 
far, the major blame rests at. the doo 
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are not going off half-cocked.” Thus qependent, 


is, he asserted, that there is an apparenifcoln Mut 
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tyme 40 companies have announced, 


i; dividend action for 1952. The ac- 
listed below are not indicative of 
nd because those companies con- 


0 


tinuing the previous year’s scale are 
usually the first to announce their divi- 
dend action for the following year. Jan. 
1 is the effective date for all companies 













Funds Left 
With Company 


1952 Dividend Action Is Announced by 40 Companies 


except Pioneer Mutual and Western 
Mutual L. C. for which the dates 
have not been announced up to this 
time. 


Funds Left 
With Company 
“O90 
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. Company continuing 
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current contracts; 3%% on old. 


64% on interest income option. (7) All issues non-participat- 
its practice of paying voluntary 
(a) Life income settlement option, 2%%. 
(c) Except for minor ad- 
had 8% ojptment affecting some older policies. (d) New dividend sched- 


(b) 2% declared for first 6 


withdrawal. 





creased with $5,000 minimum. 


upon payment of second year’s premium. Dividends for early 
policy years adjusted upwards for most plans. 


(e) Dividends 
months only. (f) Except dividends in- 
(g) Depending on provisions of 
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zed by the United Auto Workers CIO 
mion is the subject of considerable 
lobby gossip at the national CIO con- 
vention here this week. Although Harry 
Becker, director of the UAW social se- 
curity department, says the organization 
is in the “tooling up” process, he said 
aticles of incorporation had not yet 
been filed. 

There is some ground for believing 
that the main purpose of promoting the 
Auto Workers insurer was to keep the 
regular insurance companies on their 
tees to give employes in CIO unions 
the most favorable possible policies, 
rates, and particularly retentions. 

The Auto Workers proposal has run 
into opposition from some of the other 
CIO unions, notably the Insurance & 
Allied Workers Organizing Committee, 
which some months ago won the right 
to represent the John Hancock indus- 
tial agents and is now aggressively 
seeking to enroll other industrial agents’ 
units. 

The IAWOC is understandably dubi- 
ous about what would in effect be a 
captive insurer that would cut out the 
agent and his commission. It is also 
against cooperatives, on the ground that 
they attempt to undercut the capitalistic 
enterprises that provide jobs for workers. 





Announce Speakers for Tex. 
A. & H. Sales Caravan 


Speakers have been announced for 
the sales congress of Texas Assn. of 
A. & H. Underwriters to be conducted 
at Houston Sept. 3; Austin Dec. 4; 
Dallas Dec. 5; Wichita Falls Dec. 6, 
and Oklahoma City Dec. 7%. They are: 
Louie E. Throgmorton, Republic Na- 
tional Life, Dallas; Walter Schmitz, 
Occidental Life, Los Angeles; Rex H. 
Anderson, Great-West Life, Winnipeg, 
and Travis T. Wallace, president of 
teat American Reserve of Dallas. 
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WASHINGTON — Economic Sta- 
lilization Administrator Johnston is 
holding up action on the report of the 
salary stabilization board on commis- 
iON earnings, as applying to outside 






salesmen, executive, administrative and 
professional employes, pending receipt 
of the report of the wage stabilization 
board on stabilizing commission earn- 
ings of agents organized under labor 
unions. 

The wage stabilization board had 
been expected to report first on com- 
mission earnings and the salary stabiliza- 
tion board to take its cue from that 
action. A general order issued last May 
provided that the salary board should 
conform to the policies and regulations 
of the wage board, as far as practicable. 


However, the salary board “jumped 
the gun” with its report, the contents of 
which have not been revealed, and 
Johnston is holding it until he has both 
reports, with a view to reconciling their 
recommendations and establishing a gen- 
eral policy governing commission earn- 
ings. 





Murray April, head of the agency 
department of Eastern Life, recently 
returned from a month’s trip that took 
him through France, Switzerland, Italy 
and Israel. 








about one million broilers 


seeing an egg. 


of the Blue Collar market. 





No Eggs 


In one of our states there is a county where practically 
everyone makes a living by raising chickens. They place 


These poultrymen buy chicks from the hatcheries and 
immediately start the chicks off on the job of eating and 
growing. Before the chickens are old enough to lay eggs 
they go to market as broilers. Hence the saying that 
the county raises a million chickens a week without ever 


And then there is the picturesque instance of the 
Florida hotel, all of whose guests are chickens. The 
hotel having failed as a hotel, and being thrown on the 
market, an enterprising poultryman bought it and uses 
the rooms to raise thousands of chickens for the markets. 


These tall but true stories have a point for life under- 
writers. Throughout the United States there are. unex- 
pected enterprises in various areas peculiar to those 
areas. These may be markets for life insurance. They 
are not obvious, but they have possibilities for the under- 
writer who is willing to look over the rainbow for shades 


THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOLM ADAM 
President 
INDEPENDENCE SQUARE, PHILADELPHIA 


in the market each week. 














L.A.A. to Sponsor 
Sales and Editing 


Training Workshops 


Two workshops, one on sales promo- 
tion, the other on editing company pub- 
lications, will be held in New York City 
Dec. 3-7, as part of a new undertaking 
of the Life Advertisers Assn. for the 
benefit of newer members. Students will 
be assigned practical case study projects 
to which they can actually apply the 
fundamentals covered in these work- 
shops. 

The sales promotion workshop will be 
built around these main topics: the prob- 
lems of the agents and the purpose of 
sales promotion; developing ideas; sales 
promotion media; production of mate- 
rial; distribution; merchandising it to the 
field force; administration. 

Project for students in the sales pro- 
motion workshop will be, “How to Do a 
Complete Promotion Job on a New 
Policy Contract.” This will cover an- 
nouncing the new policy to the field, 
preparing pre-approach letters and reply- 
type letters, preparing visual sales ma- 
terial and illustration sheets including 
instructions for the use of that material; 
stuffers to get inquiries; descriptive litera- 
ture for the public and a sales campaign 
to promote the policy. 

The editorial workshop will cover 
such subjects as objectives; practices 
and policies of the publication; sources 
and types of material; how to write for 
a quick and easy understanding with 
lively leads and picture captions; editing 
efficiently and basis of style manual; 
posing groups for photos; letter press; 
offset and engraving methods, and help- 
ing conserve the engraving budget; art, 
layout and type; preparing the manu- 
script for the printer; how to schedule 
production and follow through to the 
finished job, readership testing and pro- 
moting the publication. 


N.A.LC. Valuation Group 
Meets Nov. 14 at N.Y.C. 


The subcommittee on valuation of se- 
curities of National Assn. of Insurance 
Commissioners ‘has scheduled a meeting 
at New York, Nov. 14 where it will dis- 
cuss further the recommendations it will 
submit to the full committee at the 
winter meeting of N.A.I.C. 

Allyn of Connecticut is chairman of 
the subcommittee. This meeting will be 
in the nature of an executive session. 

Big topics on the subcommittee’s 
agenda are decisions on the proposed 
new method of valuing life company se- 
curities and the valuation of oil loans. 








Buys Memphis Property 

National Life & Accident has pur- 
chased property in the business section 
of Memphis for about $675,000. A new 
building will be constructed on the site 
when conditions permit. 





Eastern Life has been entered in 
Connecticut and is developing agency 
representation there. 





Set New York Hearing 
on Sec. 213 for Nov. 29 


The long awaited hearing of the 
New York state joint legislative 
committee on insurance rates and 
regulations on section 213 has been 
scheduled for Nov. 29-30 in New 
York city. 

An unusually large turnout from 
company and agent ranks is ex- 
pected for the meeting whih will 
probably be held in the chambers 
of the bar association on West 
44th street. 

Senator Condon, Yonkers Re- 
publican, is committee chairman. 
Paul Bleakley, Yonkers attorney, 
is committee counsel. 
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Take a Number 
from 10 to 50 


Take ANY NUMBER from 10 to 50, so long as 
it represents the number of years the client’s 
family will need monthly income. 


Is it 17, 23, 372 Never mind. Occidental will 
write its Family Income plan for that exact num- 
ber of years. Our Family Income pays monthly 
benefits fo the selected age of the beneficiary. 







And we'll put it on any Life, Endowment or 
Term policy that continues or renews as long 
as the income period. Or we'll write it wethout 
a basic policy. (We call it Income Protection in 


this form.) 









Why not make programming easier this way? 


x4 
Occidental Life 


INSURANCE COMPANY OF CALIFORNIA 


W. B. STANNARD, Vice President 

















Assets over $45,000,000 e Insurance in Force over $200,000,000 





WARM FACTS ABOUT WESTERN 


There’s a warmth to Western that’s all its own—a personal 
touch that kindles a spark of “belonging” in the men who work 
with us. It makes for good human relations. It makes for en- 
thusiasm, It makes for the deep-seated satisfaction that be- 
comes the successful insurance agent. “ 


There’s another side to our story—a factual side—that in- 
spires equal interest. You’ll find it refiected in our steady 
growth, and in fieldmen’s compensation that is well above 
average. If the idea of “belonging” appeals to you... if you 
want more income or more leisure time for the same effort 
you are making now... better see Western soon about a per- 
sonal producing General Agent’s Contract. Your Manager’s or 
General Agent’s recommendation will help. 


R. B. RICHARDSON, Pres. 
LEE CANNON, Agency V. P. 


Write or wire: Western Life, Western Life Bidg., Helena, Montana 









PREMIUMS NOT DEDUCTIBLE 


Corrects Wrong 
Impression Gained 


from Emeloid Case 


NEW YORK — Quite a few agents 
seem to have got the impression that 
the widely publicized Emeloid decision, 
in which the U. S. third circuit court of 
appeals upheld and forthrightly endorsed 
key-man insurance as-a legitimate cor- 
porate function, also said that premiums 
for such insurance are deductible from 
taxable income as a business expense. 

New York Life, in the first of a series 
of bulletins to its field force, stresses 
this non-deductibility angle, while show- 
ing how valuable the decision can be in 
helping agents sell business insurance. 

“Believe us when we say that the de- 
cision does nothing to justify a corpora- 
tion taking an income tax deduction for 
the business insurance premiums _ it 
pays,” says the bulletin. 


Serves Business Purpose 


“You can, however, talk strongly and 
firmly about key-man insurance serving 
a business purpose; also that insurance 
which supports a stock retirement plan 
is serving a business purpose. You can 
say that the premium money will not be 
taxable currently to the insured key- 
man stockholders because they do not 
have personal ownership and perhaps 
best of all you can say that the proceeds 
payable at death will be received free of 
federal income tax.” 

The bulletin suggests that agents 
use the decision to arouse curiosity 
and win a hearing by asking the pros- 
pect if he knows about the importance 
of the Emeloid case to his business. For 
example, an agent might say, “Mr. Pros- 
pect, have you heard about the Emeloid 
decision? It may have important impli- 
cations for your business. May I take 
a few minutes to tell you about it?” 

The bulletins contain references to 
published material on the subject under 
discussion. They are designed to bring 
to the attention of agents important 
legal and tax matters. This activity is 
under the direction of Assistant Vice- 
president E. L. G. Zalinski. 


No Uniform Policy Yet on 
Sales to Service Personnel 


WASHINGTON — Defense Depart- 
ment officials still have not found a 
formula for a uniform policy or pro- 
gram for dealing with insurance sales 
to military personnel at army, navy and 
air force installations. 

The army and air force policy on re- 
quiring local licensing of salesmen de- 
pends largely on whether the installa- 
tions are on land owned or leased by 
the government. 

Comm. Judson L. Smith, formerly 
with Equitable Society at Baltimore, 
who heads the navy’s insurance branch, 
says its policy is that if a company 1s 
licensed in any state or District of 
Columbia, it may operate at the naval 
base or aboard ship, subject to clearance 
by the commandant. A totally unli- 
censed company may not solicit business 
either at naval stations or aboard ships. 

Inasmuch as the programs of the 
services differ, the problem of develop- 
ing a uniform policy has been passed up 
to the Secretary of Defense for final 
solution. 


Michigan Agency Is Leader 

The Michigan agency force of Wis- 
consin National Life led all agencies in 
the anniversary drive in October honor- 
ing Wm. J. W. Merritt, agency director, 
with 248 life applications totaling $913,- 
867, according to M. S. Kirkpatrick of 
Grand Rapids, Michigan superintendent 
of agents. The leading producer in the 
state was Andrew R. Mason, general 
agent at Flint, with $167,000 personal 
business. His agency also led in vol- 
ume of production. 











A.C. Lewis Preside oc 
of Actuarial Club [or / 
of Pacific States Whi 


At the fall meeting of Actuarial In v: 
of the Pacific States at Pebble Be es 
Cal, Alwin C. Lewis, Pacific Mutua) writ 
was elected president; Gordon Binghan| bs 
Northern Life, vice-president, and Mey, dental 
Lake, Occidental Lite of California, se, Liore 
retary. A. C. Olshen, West Coast Lif te of 
and R. M. Johnson, Beneficial Lig 1 
were elected on the executive committe “acom 
More than 65 members and guests wer F a ii 
in attendance. ‘4 & FE 

The revised annual statement and thy his con 
problems which arise from it receiv¢ ‘Whil 
especial attention. Prepared talks w ompan 
given by Miss Dorrance Glasscock, Cal Peto 
fornia-Western States; Floyd Yoy " 





Western Life; Leo Nordquist and A, is on 
Olshen, West Coast Life. B. J. H ra hei 
hand, Pacific Mutual, and G. E. Cann ability 


Standard of Oregon, made addition fom 1i 
comments on various important change major 
Papers by Forrest Ockels, Pacific ¥ a C: 
tual; Mr. Cannon; Louis Garfin, Oregog major. 
department, and B. N. Coates, Jr., ou “i lib 
lined methods of organizing the yeat gecisior 
end work and the revision in w 
sheets necessary to simplify the compl them 
tion of the new statement. There wal Pew of 
general agreement that it will improwg geld 
the public presentation of year-end rd : 


























ports. High I 
A. & H. Problems Reviewed A st 
Current problems and trends in pe acd 
sonal A. & H. business were review a policy 
by Mr. Bingham, Mr. Lake, A, 8 ahi h 
Brown, Metropolitan, and Mr. Helphan Codes 
The changes in uniform policy prov y9% 0 
sions and problems in connection with there w 
“catastrophe” coverage were the mail dicabilit 
topics considered. California U.CDI of the 
developments along with present dy survey 
problems in group hospital, surgical anf gisabilit 
medical care also were reviewed. Ri $2,000 1 
ard Mellman, Prudential; Milton Cha aie 
ner, California-Western, and Mr. Browq eyen th 
were the leaders in this discussion. aggrega 
_At an underwriting session under thd terms o 
direction of Wesley S. Bagby, Paci present 
Mutual, Dr. W. C. Cole, Occidental} this wo 
discussed heart diseases and their diag] 3+ feast 
nosis, followed by an informal disc In rev 
sion of problems of underwriting h mercial 
disease. An open forum on A. depressi 
underwriting, occupational ratings an unfavor. 
overinsurance closed the session. ance a 
panies d 
Weide Joins Reserve Life Gone 
G. A. at Los Angeles Kident c 
Reserve Life of Dallas has name Has Hi 
O. S. Weide general agent at Los Ay) He sa 
geles. Mr. Weilg characte 


has resigned as ey due to 














ecutive vice-presy one-year 

dent of Constitutiog are fixe 

Life of Los been th 

geles. He started policyho 

the business in 1} urally, t 

and became gener surance 

agent, superintenty point ou 

ent of agents, agelj fornia st 

cy director ang Penses tf 
claims manager. § Premium 

1929 he joined Ny 1946. 

, tional Guarant Anoth 
j ig Life of Californ Said, is t 

0. S. Welde as general agell to grant 
and sales manag Pointed 
He served as assistant to the pres} there is 1 
dent and general manager of Nationg Surance 
Guaranty from 1936 to 1940 when Tiders ex 
joined Postal Union Life as manager] tons, H 
the A. & H. department. He was elect ap oa 
vice-president of Postal Union and at? to the d 
time of the merger of Postal Union Lig ™Surance 
and Constitution Life he was led in e€ em 
executive vice-president and gent limita 
manager. the poli | 
° eres * to work . 
Man. Superintendent to Retire | yi. 1, 


Herbert Hunter is retiring at the“ move in | 


of this year as superintendent of 4 his comp 
surance of Manitoba. He was demnity 
responsible for the introduction security i 
Canada of financial responsibility p# that conr 
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Income Disability 
or A. & H. Cover; 













a 
2s: | Which Is the Best? 
ctuarial Chil Ip view of the fact that the life com- 
ebble Be panies are showing such a great interest 
cific Mut in writing disability insurance in some 
on Binghan} jorm, Earl M. McRae, actuary of Occi- 
it, and Mend gental Life of California, in his address 
alifornia, se pefore the meeting at Chicago of Insti- 
t Coast Litd ite of Home Office Underwriters re- 
reficial Lith viewed the relative desirability of the 
re committed “income disability” form, written as part 
guests we of a life insurance policy, and regular 
A. & H. coverage, both of which forms 
nent and thf pis company writes. 
1 it receivif While income disability with most 
d talks wed companies in this country had a brief 
isscock, Calf put stormy career, Mr. McRae said it 
loyd You js generally agreed that the failure of 
ist and A. «. many companies in that field was due 
B. J. Hel to their failure to recognize that dis- 
rs, eee Cann ability underwriting was quite different 
le addition§ fom life underwriting. Practically all 
tant changes major companies in the United States 
, Pacific Muy and Canada were in that field on a 
rfin, Orego major scale 30 years ago. Because of 
ites, Jr., out too liberal underwriting, adverse court 
1g the yeat gecisions and an economic depression, it 
On in Wot proved very costly and nearly all of 
the compl them discontinued writing it in 1931. 
‘There wal Few of them have since reentered that 
will improv field. 
e =| 
year-end M4 Fgh Indemnities the Rule 
ed A survey of underwriting practices 
; showed that many companies granted 
ends in pet disability income equivalent to 65% of 
ere reviewed a policyholder’s earnings and some went 
wake, A. BI as high as 100%. In fact many policy- 
[r. Helphanif holders were insured for more than 
policy prov 190% of their income, as in most cases 
nection will there was no inquiry in regard to other 
re the disability insurance. Before 1931, 80% 
‘nia U.CDJ of the companies contributing to the 
Present daft survey had been permitting aggregate 
surgical aid disability benefits running from $1,000 to 
iewed, $2,000 per month. By 1931 more con- 
Milton Chau} seryative limits had been adopted but 
d Mr. Brow even then 14 companies permitted an 
‘Cussion, aggregate of $1,000 per month. In 
on under thd terms of the purchasing power of the 
agby, Pacif present dollar, Mr. McRae commented, 
, Occidental this would mean a disability income of 
d their diag} at least $1,500 per month. 
rmal disc 


In reviewing the development of com- 
mercial A. & H. coverage, he said the 
depression of the ’30s also brought an 
unfavorable experience on health insur- 
ance, as a result of which several com- 
panies discontinued writing it and those 
which continued discouraged its sales by 
offering lower commissions than on ac- 
cident coverage. 


Has High Expense Rate 


He said the business always has been 
characterized by a high expense rate, 
due to the fact that it is treated as a 
one-year policy and agents’ commissions 
are fixed at a flat rate. The result has 
been that the portion returned to the 
policyholder has been about 45%. Nat- 
urally, those who advocate a state in- 
surance system seize on this figure and 
point out, for example, that in the Cali- 
fornia state disability plan, operating ex- 
Penses have averaged less than 10% of 
es since it went into effect in 

Another serious criticism offered, he 
said, is the failure of A. & H. insurance 
to grant more adequate coverage. He 
Pointed out that in health insurance 
there is no such thing as substandard in- 
Surance but risks are accepted with 
riders excluding certain specified condi- 
tions. He said there has been no devel- 
opment in health insurance comparable 
to the development of substandard life 
mMsurance. 

. He emphasized the necessity in writ- 
ing any form of disability insurance of 
limiting the amount of indemnity, as 
the policyholder may not have the will 


ratings an 
ssion. 














* to work and may be happy on disability 
Retire | with a marked reduction in income. One 
at ue “| Move in this direction has been made by 
dent 0 S company, which bases maximum in- 
was emnity on income after taxes. Social 
luction security is another factor to consider in 
ibility pla] that connection. 





‘Another problem is created by the 
increasing number of employes covered 
by group insurance or under a state 
plan because of the absence of a waiting 
period. Mr. McRae said his company 
had found no serious results along that 
line, however, under the California state 
plan, and that its overall A. & H. experi- 
ence has remained very uniform for sev- 
eral years. He added, however, that the 
effect from these plans may show up 
during a period of economic dépression. 
He emphasized that this insurance must 
not be “bought” but must be “sold” 
and that the agent must become enthusi- 
astic over the value of disability cov- 


erage and must urge the sale whenever 
he feels his client can qualify. 

While A. & H. insurance has been 
criticized because it returns to the pol- 
icyholder such a small proportion of his 
premium dollar, he said the criticism of 
income disability is that the company 
may have to pay out 100% of the pre- 
mium dollar or even more. For com- 
panies that may be interested in a middle 
course, he suggested writing A. & H. 
in connection with life insurance, in 
which he said his company’s experience 
had been very satisfactory. He said it 
feels that risks who buy life insurance 
are better risks for A. & H.; evidence 








of insurability is much more complete, 
first year and renewal expense are lower, 
and it is possible to return a consid- 
erably higher percentage of the pre- 
mium dollar. 

He welcomed the entrance of large 
life companies into the A. & H. field, 
saying that the life companies have the 
technical skill and the “know how” and 
that the injection of new blood into the 
business is certain to be beneficial. 





MRS, ELSIE STEELE MADURO, wife 
of Denis B. Maduro, nationally prominent 


life insurance, estate and taxation at- 
torney, died at Leroy hospital in New 
York City. 








THESE SUCCESSFUL MEN AGREE nas 


**Mutual Life Training Leads to Success”’ 



















JACK A. LeCUYER, class of January '49, Greeley, Colorado: 
“The three-year training program and the post-graduate course gives the 
newcomer self-confidence, the old timer new ammunition.” 


HARRY K. GUTMANN, C.L.U. New York City, says: 


“Mutual Life training graduated me permanently into life insurance counselling 


on higher levels.” 









Seer 


underwriting. Regular classroom sessions, written examinations, and supervised 
study and field work give each new man a professional grasp of family financial 
problems, business problems, taxation, and an understanding of praetical psychol- 
ogy. Mutual Life Field Underwriters are thus equipped for success. 


1740 BROADWAY AT 55TH STREET . 





KENNETH F. EVANS, Newark, New Jersey: 


“Thanks to Mutual Life’s continuing training 
switch to life insurance, even after 20 years in an entirely different business.” 


Miatual Life's training program covers a 8-year period starting the day the new 
Field Underwriter joins the Company and paralleling his actual work in field 


WEATHER i STAR ATOP OUR HOME OFFICE SUILDING — FLASHES OFFICIAL WEATHER FORECASTS 


THE MUTUAL LIFE 


INSURANCE COMPANY of NEW YORK 


NEW YORK 19, N.Y. 

















program, I made a successful 
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OUR AGENCY E-X-P-A-N-S-1I-O-N 
PROGRAM IS MOVING 


FORWARD 


GOOD MEN CAN MAKE MORE MONEY 


SELLING COMPLETE PROTECTION PLANS 
ALL UNDER ONE CONTRACT 


LIFE 

ACCIDENT 

SICKNESS | 

HOSPITALIZATION 
EXCELLENT TERRITORY AVAILABLE 
DUE TO OUR EXPANSION PROGRAM 


OUR BUILDERS OF MEN PLAN HELPS OUR MEN SUCCEED 


GEORGE L. HAMLIN, C.L.U. 
AGENCY VICE PRESIDENT 


RALPH E. KIPLINGER 
PRESIDENT 


1951—OUR SOTH ANNIVERSARY YEAR 


The Progressive 


GUARANTEE MUTUAL 


LIFE COMPANY 


Since 1901 Omaha, Nebraska 














An aggressive life insurance sales producer with managerial 
capacities who aims toward having his own agency. If you 
see, know or are that man,communicate with Roy A. Foan, 
Vice President and Director of Agencies, Postal Life Insurance 
Company, 511 Fifth Avenue, New York 17, N. Y. / 














Federal Supervision 
Of Investments 
Likely: Burridge 


RICHMOND—The likelihood of some 
form of federal supervision of life in- 
surance, the need for life companies to 
charge more for their product, the in- 
evitability of increased mass selling, the 
market for A. & H. insurance, the need 
for a more militant fight against infla- 
tion, and the unsoundness of using war 
clauses as a basis for selling were dis- 
cussed by Howard J. Burridge, president 
of the National Underwriter Co., at a 
luncheon meeting of the Richmond Life 
Underwriters Assn. 

Federal supervision, Mr. Burridge 
said, will not duplicate or supplant that 
of the states. He predicted that it will 
concern itself chiefly with the govern- 
ment’s interest in the growing assets of 
life companies as the only major feder- 
ally unregulated source of capital in an 
economy that is to a large degree man- 
aged by the government. 


Sees No Harm Resulting 


Mr. Burridge said probably no harm 
would result from this degree of federal 
supervision and there might well be a 
beneficial result from the implied en- 
dorsement of the government. He esti- 
mated that in 10 years there will be 
about 1,000 legal reserve life companies 
instead of the present 600 or so, and 
this makes it even more likely that the 
government will take an active interest 
in what goes on. 

Mr. Burridge said the life companies 
should feel no hesitation or any need to 
apologize if they need to raise the price 
to the consumer. Taking the Travelers 
as a typical non-par company, he pointed 
out that its rate is $22.26 per $1,000 to- 
day for ordinary life at ‘age 35 as 
against $21.28 50 years ago. He opined 
that companies would find the public 
quite willing to accept an increase in 
cost as entirely reasonable and in line 
with trends in all other businesses. 

Urging agents to stop resisting the 
mass selling trend, Mr. Burridge said 
that this activity is a natural result of 
the times and that protest against it is 
futile. The life companies have not in- 
stigated it, he noted, but rather it is the 
result of employers’ bidding for labor in 
a tight market. The good side of mass 
selling, he said, is that if an agent will 
get busy and write a few such cases he 
will have solved his prospecting prob- 
lems, for he will have a group of people 
on whom he has all possible needed in- 
formation. In addition, he is the life in- 
surance consultant accredited by the 
employer. 


Urges Stiffer Inflation Fight 


Mr. Burridge said life companies have 
not been as active as they should be in 
the fight against inflation, for no busi- 
ness stands to lose more if the value of 
the dollar shrinks still further. While 
it may be the government’s fault if its 
fiscal policy further debases the dollar, 
it will be the life companies that will be 
blamed by the public when the dollars 
they pay off in don’t do what they were 
supposed to, he warned. Mr. Burridge 
said life insurance people should make 
their influence felt with legislators in 
demanding a sound monetary policy and 
a curb on waste in government expendi- 
tures. 

In connection with war risk under- 


‘ writing, Mr. Burridge remarked on the 


wide variation among companies on this 
point and decried the use of these differ- 
ences as a method of promoting sales. 
He contrasted this variation in policy 
with the proposed uniformity of the 
projected war death pool covering ci- 
vilian deaths. 


Sells 12,000 Shares 


The George Putnam Fund of Boston, 
which is one of the major open-end in- 
vestment organizations, has sold the 
12,000 shares of Northwestern National 





- tion is one of the most important in the 


Life that it has held for a number gf 
years. The stock of this company jg 
recent weeks has been traded at sub. 
stantially higher prices than prevailed 
earlier. During the summer the stock 
of Northwestern National which hag 
hovered in the range of 19 and 20 for, 
long time, declined to 16 or less, byt 
just recently it got up as high as 9 
and with many brokers indicating ap 
interest in it. 

Some market observers feel that fo}. 
lowing the Lincoln National Life acquis. 
tion of Reliance Life, investment intereg 
in life insurance company stocks was jp. 
tensified and brokers made a search of 
companies whose stocks might be 
thought of as behind the market and 
focused attention on Northwestern Nj. 
tional. It is understood that the Putnay 
Fund sold its holdings at about the price 
that is still being quoted for the stock 
which is in the range of 24. 


$3,500 Rise for Bay 
State Commissioner 


The Massachusetts senate has now 
agreed to the house proposal to in. 
crease the salary of the insurance con- 
missioner from $8,500 to $12,000. The 
Republican leaders in the senate pre 
viously had held out for only a $1,500 
increase, but eight ‘Republicans bolted 
to vote with the Democrats and carried 
the day. One of the eight was Edward 
C. Stone,- former head of the U. §, 
operations of Employers Liability. 

Senator Powers of South Boston, the 
Democratic floor leader, urged the 
senate to accept the $3,500 increase. He 
said the insurance commissioner posi- 





state and he observed that the commis- 
sioner now receives only $20 a year 
more than his deputy. Senator Miles 
of Brockton, a Republican, declared 
that Dennis Sullivan, the incumbent, 
on absolutely no experience for the 
jo ”? 

In previous legislatures the salaries 
of practically all cabinet officers were 
substantially increased, but the insur 
ance commissioner’s salary was not im- 
proved. That was when C. F. J. Har- 
rington, who is now executive vice-pres- 
ident of National Assn. of Casualty & 
Surety Agents, was the commissioner. 
Senator Innes, Republican floor leader, 
recalled that Mr. Harrington had been 
denied an increase to $10,000 by the 
Democratic house a year ago. “I be 
lieve that bill was killed,” he said, “be 
cause Harrington was not pliable, It 
would be political justice if the present 
incumbent had to wait until next year 
to receive any more than $1,500.” 


Metropolitan Life Marks 30th 
Year in Individual A. & H. 


Metropolitan Life this month is mark 
ing its 30th anniversary as a writer of 
individual A. & H. insurance. In its 
announcement the company says that.tt 
welcomes the entry of other large life 
companies into the individual A. & H. 
field, feeling that competition will “un- 
doubtedly be in the interest of the im- 
suring public.” : 

Metropolitan has recently made avail- 
able to anyone eligible for the companys 
regular ordinary life policies the m- 
dividual A. & H. coverage, and is also 
making A. & H. disability income bene 
fits available to business and_ profes 
sional women in a new policy. 








Equitable Sponsors Project 


Opened early last month at Framing: 
ham, Mass., was a $7%4 million project 
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known as Shoppers World. Constructioa 
of the project was largely made pos 
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to Bolster N.A.L.U. 
Compensation Plank 


An urgent request for information on 
agents’ earnings and expenses was dis- 
patched Nov. 1 to general agents and 


managers by the National Assn. of Life 
Underwriters’ committee on compensa- 
tion with the request that replies be 
mailed by Nov. 9 to allow time for 
tabulation of results before the New 
York state legislative hearing on Section 
913 now anticipated in the latter part 
of November. ; 

Spencer L. McCarty, Provident Mu- 
tual agent at Albany, is chairman of the 
committee. : : 

The committee is collecting data on 
income and expenses of full time ordi- 
nary agents only. Agency heads were 
asked to exclude information on brokers, 
part timers, industrial agents, men fully 
or partially retired, and men getting sal- 
aries for supervisory or other duties. 

A form questionnaire asked for a re- 
port on 1950 total commissions, first year 
and renewal, paid by all companies to 
agents. The income tax return is men- 
tioned as a handy source to obtain these 


figures. 
Expense Exhibit 


An expense showing is asked to in- 
clude office rent, automobile expense 
charged to business, secretarial costs, 
educational courses, reference services, 
books, public relations, travel, sales pro- 
motion, advertising, policy wallets and 
other good will items, and other business 
expenses. Also sought is some indica- 
tion of how long the individual agents 
reported upon have been engaged in life 
insurance selling. , 

Mr. McCarty’s letter points out that 
all the data will be combined and that 
the figures on any individual agency 
would be seen only by two members of 
the committee. The overall results will 
not identify the individual agent, agency, 
- | or company. 

The data will be used to support 
-1N.A.L.U.’s campaign for increased com- 
+ | pensation for agents when its represent- 
atives take the stand before the joint 
legislative committee on insurance rates 
and regulations headed by Senator Con- 
don, Yonkers Republican. 


What Agents Should Know 
of SS, for Selves, Others 


BOSTON—Social security for agents 
was discussed before the Massachusetts 
Assn. of Insurance Agents’ convention 
here by Miss Angela C. O’Brien, man- 
ager Boston field office of the Social 
Security Administration. Miss O’Brien, 
who has a background of casualty com- 
pany experience, gave a very clear and 
intelligent exposition of the application 
y of social security to self-employed. She 
ys that it }utged agents to understand the revised 
large life | social security measure so that they can 
A. & Hj properly inform their clients, particu- 
will “un-}larly the great many that fall in the 
f the in-|on-farm, self-employed, class who are 
especially hard to reach. 
Of the 10 million added to the social 
security rolls by the 1950 amendments, 
4% million are non-farm, self-employed. 
recent spot check showed that 40% 
of those now coming under the bill for 
the first time do not know that they are 
covered, she said. Of those checked, 
1% a ao know what their benefits 
® Were or how they were to pay the tax. 
oject She noted that non-profit employers may 
not elect to come under the act, but 
that hospitals and many schools have 
structio’ {elected to do so. 
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The theory here is that sub- 





tion, she said, which would require ex- 
amination of the particular case. This 
point is not completely cleared up. 
Interestingly enough, when the pro- 
ducer gets to be 75, he can work and 
earn any amount of money and sstill 
receive his social security. One agent 
noted that her mother, 75, is her part- 
ner. Miss O’Brien said that if she pays 
taxes for six quarters, on the basis of 
net earnings out of the partnership, she 
then goes on social security and can 
continue working. The agent who con- 





Men who know your side of the picture — successful 
general agency men with years of experience on the firing 
line — have seen‘to it that the Prosperity Contract is geared 
to the needs of the men in the field. They helped plan and 
write it. They knew how to make it provide the kind of 
cooperation and support others need ‘to build and main- 
tain a really prosperous business. Find out for yourself 





Segal to Speak at N. Y. 


Martin E. Segal, New York City wel- 
fare plan consultant, will be the speaker 
at the Nov. 13 luncheon of the New 
York City Life Supervisors Assn. He 
will speak on welfare programs as a 
challenge to life supervisors. 


Mr. Segal’s organization is consul- 


tant to about 360 welfare plans covering 
1,400,000 workers with more than $500 
million of insurance in force. 


Let us hand you these 
for 


YOUR OWN 


ww 


how The Midland Mutual Prosperity Contract helps build 


a bigger, better, more profitable future! Write today. 


The uve way To CLT and KEEP goed agen 


Write RUSSELL S. MOORE, Manager.of Agencies, for details 
The MIDLAND MUTUAL Life Insurance Company 


250 E. BROAD STREET, COLUMBUS 16, OHIO 







A 
gency ©PPortun itie. 


Pennsyly * are open 
lew a Ohio in these States 
West Virginia lowa Tennessee 
North Caroling Indiang ‘Kentucky 
Michigan — - 
lifornig 


mitted six new companies to member- 
ship, bringing the total to 234. The 
companies are Bankers Mutual of IIli- 
nois, Gibraltar Life of Texas, Pyramid 
Life of North Carolina, Grange Mutual 
of Idaho, Farm Bureau Life of Missis- 
sippi, and United of Illinois. 


Harry P. Charlton of Sun Life of 
Canada spoke on work habits at the 
November meeting of the Seattle man- 
agers. Thomas A. Proctor of Jefferson 
Standard presided. 








Expense-Free Compensation 

Compensation plan is separate from expense. Over- 
writings — 1st year and renewal —are yours! 
Expense Allowance 


Liberal expense formula, includes allowance to 
cover office and field expense. 


Vested Overwriting Renewals 


Easy-to-attain qualifications entitle . 
renewals whether you live, die or quit. 


_ Direct Mail and Unique Sales Plans 


Result-proved direct mail for prospecting, easy-to- 
sell package plans, and successful training programs 
make even new agents quick producers. 


Aids to Getting and Holding Good Agents 


Liberal first-year commissions . . . monthly expense 
allowances . . . extra first and second year renewals 
. « . continuing service fees . 
tirement plan help you get and hold the best agents. 


you to your 
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Final L.].A.M.A. Day 


Stanton G. Hale, vice-president and 
manager of agencies Mutual Life, will 
be the first speaker on the third day of 
L.I.A.M.A. annual meeting. 

Mr. Hale will present his concepts of 
the job of the agency executive today in 
his address “The Agency Man Goes Up 
Into the Mountain.” The Thursday 
morning meeting will be the final gen- 








eral session of the annual event at the 
Edgewater Beach Hotel, Nov. 12-16. 

A forum ‘“What’s Happening in the 
Market Place?” also scheduled Thursday 
morning, will have Lewis W. S. Chap- 
man, director of company relations 
L.I.A.M.A. as moderator. Participants 
will include Richard C. Guest, vice- 
president Massachusetts Mutual; W. R. 
Jenkins, vice-president Northwestern 
National; J. G. Parker, president Im- 
perial Life of Canada; Stuart F. Smith, 
vice-president Connecticut General]; 
Travis T. Wallace, 


president Great 





An action-packed drama that drives home 
the benefits of complete coverage. 





Ss 


The sales plan that 


develops larger pre- 


- greater 


commission. Another 


reason why General American 
Lifemen: are in business always. 
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TO THE AGENT WHO CARES 


The ILLINOIS MUTUAL CASUALTY COMPANY, home office — 
Peoria, Illinois, has the tools with which you may commence and 
continue to build the best Accident — Sickness — Hospital — 
Medical — Surgical and Polio insurance business in your com- 
munity. 


Desirable agency openings in Illinois, Indiana, Michigan, Minne- 
sota, Missouri, Ohio and Wisconsin. 


ILLINOIS MUTUAL 
CASUALTY COMPANY 


411 Liberty St. 


E. A. McCord 
President 








Home Office 
Peoria 2, Illinois 


Cc. C. Inman 
Executive Vice President 

















American Reserve; Benjamin N. Wood- 
son, managing director National Assn. 
of Life Underwriters. 

Bishop Wallace E. Conkling, bishop 
of the Episcopal diocese of Chicago, 
will conclude the morning’s program. 
The new president will be introduced to 
the membership. Presiding Thursday 
will be Russell J. Wood, assistant gen- 
eral manager Imperial Life of Canada. 

Participants in the panel discussions at 
the training conference Thursday after- 
noon and Friday morning will discuss 
“Administering Your Training Pro- 
gram.” 

Meeting concurrently will be sections 
for ordinary and combination com- 
panies. On Thursday, the subject for 
both groups will be agent training. For 
the ordinary section, Edmund L. G. 
Zalinski, assistant vice-president New 
York Life, will be the moderator. 

His panel will be made up of Charles 
E. Fritsche, director of agency training 
General American, Charles E. Gaines, 
vice-president and agency director Great 
National, Harold W. Gardiner, educa- 
tional director Northwestern Mutual, 
Seth C. Macon, assistant superintendent 
of agencies Jefferson Standard, H Curtis 
‘Reed, superintendent sales research and 
promotion Travelers, Aaron M. Royal, 
manager of field training Penn Mutual. 
’ Howard A. Austin, director of field 
training Prudential will moderate the 
combination section panel Thursday 
afternoon. Participants will be Charles 
T. Clayton, vice-president Liberty Na- 
tional, Edward P. Gunn, manager of 
field training John Hancock, David F. S. 
Johnson, vice-president and _ assistant 
manager of agencies Interstate L. & A., 
Karl H. Kreder, third vice-president 
Metropolitan Life, Homer D. Parker, 
director of industrial agencies Common- 
wealth Life, Lauren Schram, vice-presi- 
dent Western and Southern. 


Horace Smith Takes Over 


On Friday morning, when the discus- 
sions in both sections will be on man- 
agement training, Horace R. Smith, 
superintendent of agencies Connecticut 
Mutual, will moderate the ordinary panel. 
Taking part will be Lawrence J. Doolin, 
manager of agencies Fidelity Mutual, 
Henry Keller, Jr., director of agency 
training and education State Farm, 
Ward Phelps, assistant superintendent 
of agencies Mutual Life of New York, 
Clifford O. Pratt, assistant manager of 
agencies Home Life of New York, G. P. 
Rollo, supervisor of field training Great- 
West Life, Eber M. Spence, vice-presi- 
dent and director of agencies American 
United, Rufus White, vice-president in 
charge of agencies Pilot Life. 

The combination panel on manage- 
ment training will retain the membership 
of Thursday afternoon, except that Mr. 
Kreder will succeed Mr. Austin as mod- 
erator. sp 

An informal session of the training 
conference set for Thursday evening 
will give agency officers in attendance a 
chance to question further the panel 
members and to exchange ideas from the 
ordinary and combination sections. 





Georgia, Florida, Alabama 
Handbook for ‘51 Off Press 


The new 1951 Underwriters Hand- 
book for Georgia, Florida, and Alabama 
has just been published by the National 
Underwriter Co. It provides complete 
and up-to-date information on all the 
agencies, companies, field men, general 
agents, groups and other organizations 
affiliated with insurance in these three 
states. 

Fire premiums and losses for two 
years, casualty premiums and losses by 
lines for one year and life insurance pal 
for and in force are presented by com- 
panies for each state separately in a spe- 
cial statistical section. Copies may be 
obtained immediately from the National 
Underwriter Co. at 420 East 4th street, 
Cincinnati 2, O. Price is $12 per copy. 


James D. Edgecomb, American Hos- 
pital & Life, Dallas, will address the 
Oklahoma City managers Nov. 19. 


T.LA. Pigniones 
Variable Annuity 
Based on Stock 


Teachers Insurance & Annuity js 
planning adoption of a variable annuity 
system as a supplementary source of 
retirement income founded on owner. 
ship of common stocks. The association 
has bulletined its 75,000 policyholders 
seeking reaction to the plan, which js 
intended to provide the annuitant relief 
from inflation. 

The proposal calls for the incorpora- 
tion of a college retirement equity fund 
which would be restricted to investment 
in common stocks of up to half the total 
premiums paid for retirement purposes, 
Each institution would be free to come 
in or stay out of the equities fund. 

The new system is based on the 
theory proved since 1880 that common 
stocks integrated into a long-range in. 
vestment program offer substantial pro. 
tection from inflation. Although com. 
mon stock prices at yield by no means 
correspond perfectly with the cost of 
living, by and large the investments 
tend to provide more dollars when 
more are needed to cover higher living 
costs. 

To the new equities fund, each par. 
ticipant would contribute a portion of 
his salary, matched by the employer's, 
The dividends paid on the common 
stocks would increase the participant's 
accumulation. After retirement, current 
prices and yields of common stocks 
would be used to valuate the variable 
annuities and the income might vary 
from year to year. 





General American Life of St. Lonis 
was recently licensed to do business in 
Louisiana. It now does business in 99 
states, the District of Columbia and 
Hawaii. ; 
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s . at the opening. The decision of the com- ~ s & Allied Workers Organizing Commit- 
Frank Sullivan In pany to enter the state was largely the Metropolitan Life Agents tee, CIO, or by no pir ne ° 
result of requests for local service from to Vote on Union Question In Ohio, the agents will decide on 


Vv Chicago Talk Takes policyholders who have moved to Ari- in 4 States Nov. 30, Dec. 7 Dec. 7 on representation by the Inter- 


zona from other states. national Union of Life Insurance 


: f ‘ Agents, independent, the CIO, or 
Up Current Issues S. Brad Hunt, president and treasurer Metropolitan Life agents in four areas wetter: . 


: » + have elections scheduled in the next : 

j ; of American L. & A. of St. Louis, is : : : MP epee Elections are scheduled on Nov. 30 
nuity js | Frank Sullivan of Kansas, president of holding a 26th anniversary party for ‘the month in which they will decide if they 3, New Jersey and Pennsylvania. Agents 
> annuity [National Assn. of Insurance Commis- employes and officers of the company at bse @ union to represent them in col- there will decide on the CIO or no 
ource of |sioners, drew a capacity attendance of his home. About 60 are expected to at- ‘&ctive bargaining with the company, union to represent them in negotiations 
1 owner. |representative insurance people in his tonq the celebration. and if so, which_union. ... with the company. 

sociation } appearance Monday before a luncheon Robert A. Vogeler will tell the story _48ents in the Greater New York City 
cyholders } gathering of the insurance membership of pis 17-month imprisonment behind 2F€a; including Westchester and Long H. Clay Evans Johnson, president of 
which js | group of Union League Club of Chicago. the Iron Curtain when he speaks be- Island, will vote Nov. 30 on representa- Interstate Life & Accident, addressed a 
ant relief | This was the first meeting of the season fore the Aetna Men’s Club at Hartford tion by the International Union of Life finance forum for women sponsored by 


for this group, the chairman of which Noy. 45. Insurance Agents, AFL, the Insurance Hamilton National Bank at Chattanooga. 
ncorpora: fjs Roy L. Davis of Assn. of Casualty . 


uity fund | & Surety Companies. 
ivestment | Mr. Sullivan touched on a number 


the total | of the questions of the day. He voiced 

purposes, | the belief that federal trade commission ac across 

to come is determined to get hold of an increas- Dr. Julius Y. Dewey, a founder of National 
und, ing measure of insurance supervision, 


on the | put that presently it is handicapped by ‘ ‘ - Sninun tein enddiaban 
common } Jack of funds. He held that the purpose Life, sold life insurance g 


range in- § of public law 15 is to keep insurance su- rs as he made his round of 

ntial pro- f pervision planted in the states and does eee \ 
igh com- ' not give FTC the power to determine patients. He was the father “¥ 
10 means { the quality of state supervision. He said ‘ 
> cost of }FTC has been trying to answer ques- of Admiral George Dewey 
vestments | tions on individual claim payments that 

rs when }have come its way, some by reference of Manila 
















rer living from Congressmen. He said men were National Life 
each par- Sted individual ‘claims, “This.” Me. began business Bay fame. 
ola STS ollivan i Taligene dos the in 1850 just after 
ticipall Pisco tects to be eiicntcnd mene the first railway 
mn stodks | hat eon give real clearing house service, | came to Vermont. 


> variable | then some system will have to be de- 

ight vary | yised to finance its operation. Of all the legal 
Among others at the head of table 
were Hugh a gs Pe mpage secretary 
St. Louis | of N-AL-C.; E. J. Dirksen, assistant in- . 
vsinen tl surance director of Illinois; Newell ance companies 


ces aay 2 Ree voggyge osama eorageape now doing business in this country, only eight so-called. Small, but it probably could have 
mis NALLA.; A. L. Kirkpatrick, manager of were organized before National Life. held the total assets of 
the company at the end 


the insurance department of U. S. Cham- 
ber of Commerce; W. Russell Arrington, 

vice-president of Combined and chair- a sien pa 

ness—$103,713. Today, 

National Life is twenty- 


reserve life insur- 





National Life’s first safe, a salamander safe, 


man of the Illinois house judiciary com- 
mittee. 





|New Hawaii Commissioner Dr. Dewey’s mortar 










































William B. Brown, treasurer and ex- and pestle are still ate oh 
officio insurance commissioner of Hawaii F first in size in the country 
since 1947, has resigned to be sworn as preserved in the : 
judge of the second circuit court of ‘ with assets of over $452 
Hawaii, Montpelier home Kees 
Howard H. Adams, former first deputy million. 
treasurer, has been appointed to the office of the 
position vacated by Mr. Brown for an 
intetim period until Gov. Long makes company. 
the choice of a successor. welenel Alte d 
Judge Brown attended several N.A.I.C. The first death clai zs ar : 
meetings oe made many 6 ale gap ac- e first death claim quaiee Aol doe |p 
quaintanceships on the mainland. ——— : : -) Pe suace Compesy. ia th State, for thar | want 
é ee Brown was educated at Wil- of National Life—paid ete fatal neaed Ake cdfone |e 
lams an arvard law school. He went ? : BP | bergh Aiko’ by the terme of the policy, the 
te Hawaii during the war as counsel for The soft light of a candle ... the scratch of | so promptly a special F- iciin oatnaerat peda 
3 a vs pe thas | Ye claim was r . te ; 
Prior to Judge Brown’s term, sy a quill — National card of thanks was rons anne ene lm 
ane supervision in Hawaii was confined , : ing | wih 0 te 
bong and the collection of taxes Life’s one-man published by the ben- tots pm . 
id tees by one clerk in the treasury F : : the| Admiaiote. snd futherin-low of Rowlnad Allen, 
ae, Now there is a separate accounting depart- eficiary, the widow of fs serge or WP 
lureau in the treasury with 13 employes =. me 8 : . Ferrabergh Joly 26, 1850. 
administered by a full-time deputy. Ce Sg ment in the first a Vermonter who died 
po: pllaedailiads . I i 4 . ‘ . . : 
Mininger to Complete Term = = i year of business. in the gold rush to California 
Lt ef Minninger, Jr., Competitions —e Since then Nation- 
General Life, has been named treasurer ‘ : 
Coat, Detroit Life Tagurance & ae al has paid over Now over 200,000 policyholders .. . over 
ci to complete the term of John PAS , ‘ 
W. Sanders who recently resigned. $625,000,000.00 _—_ a billion dollars of insurance in force... 
{Metropolitan in Arizona to beneficiaries over a century of service to the nation... 


Metropolitan Life has entered Ari- 
70Ma, opening a district office at Phoe- 
}|tix Monday with ceremonies attended 
| by Overnor Pyle and other state and “SOLID 4S THE GRANITE HILLS OF VERMONT 
and business officials, . 
. Milter, formerly a Pacific 0 
northwest field training supervisor, will T O NAL LI FE FS Reo 
re Wanager. Roy E. Phillips, formerly Oey NSN ED 
at sacramento, will be assistant man- 


“Bry A. North, vice-president in Insurance Co mM PANY - MONTPELIER - VE RM 


charge of the Pacific Coast head office, 


a delegation of company officials ' FOUNDED IN 1850 + A MUTUAL COMPANY + OWNED BY ITS POLICYHOLDERS 





and policyholders. Solid as the Granite Hills of Vermont. 
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The Minority Members’ Contribution 


In proposing their insurance equiva- 
lent or “IE” method of evaluating em- 
ploye benefits the industry members of 
the tripartite panel of the wage stabili- 
zation board have come up with what 
appears to be a valuable and workable 
solution to an admittedly tough prob- 
lem, This plan uses a year’s group term 
insurance as the unit and relates other 
types of benefit to that yardstick. 

The most obvious basis of comparing 
one company’s employe benefit setup 
with another’s is that of cost. But this 
would often result in situations where 
equality would not be the same as 
equity. For example, a new company, 
typical of those springing up in times 
of war emergencies, would have a tre- 
mendous advantage over other employ- 
ers with old older employes. With no 
past service pension benefits to fund and 
with a young, low-mortality and low- 
morbidity group of workers, it could, 
on a cost-for-cost basis, offer such a 
glittering array of benefits that it could 
raid the personnel of longer established 
employers very effectively, for it could 
offer the same wages and far more at- 
tractive fringe benefits. 

Particularly where pensions are in- 
volved, another way in which the cost 
yardstick is seriously deficient is that 
there are wide differences in funding 
methods, ways of providing coverage, 
and extent of postponing and stringing 
out the process of taking care of costs. 
Some of the resulting differences in 
estimated cost arise out of honest dif- 
ferences of opinion, while others are the 
result of using unwarrantedly favorable 
assumptions. There is no question that 
solely on grounds of equity any ad- 
vantage gained by an employer in this 
way should be disallowed. 

In addition, purely from the stand- 
point of the insurance business, allow- 
ing an employer to take advantage of 
such favorable estimates would be 
harmful, for it would tend to make em- 
ployers prefer a non-insured pension 
that looked cheap because of distorted 
emphasis even they knew an insured 
plan would probably work out about 
the same in the long run. 

The “IE” plan also has the advantage 
of being readily adaptable to tighten a 
more liberal control to reflect the de- 
gree of emergency. 

It is obvious that whatever limits 
are established over pensions, life in- 
surance, and other benefits it is desir- 
able that there be permitted the greatest 
possible freedom within the allotted lee- 
way. Situations among employing cor- 


porations differ widely. The essential 
feature of the wage stablization pro- 
gram is to exercise the most effective 
degree of the inflationary effect of 
wages and fringe benefits while inter- 
fering as little as possible with the 
normal operation of the labor market. 
A yardstick that permits an employer 
to give his empleyes the kind of wel- 
fare program they want, within an over- 
all limit, should produce the minimum 
of disruption. 

There is another advantage of a unit 
of measurement that can be applied to 
all types of benefits. If a limit were 
set for each type of coverage, the gov- 
ernment would be in the position of 
establishing benefit patterns and passing 
on the soundness or the desirability of 
one type of coverage as opposed to an- 
other. 

Such multiple limits would also mean 
that they would be the targets for in- 
creases up to those limits in any cate- 
gories in which an employer was not 
giving the maximum, regardless of the 
fact that he might be doing consid- 
erably better than the maximum on 
other benefits. 

Use of the insurance equivalent unit 
is an aid to avoiding setting up a na- 
tional pattern of wage benefits when 
coupled with the industry members’ plan 
of basing comparisons on practices pre- 
vailing within a specified area or in- 
dustry, or whatever is consistent with 
an employer’s previous practice. 

The panel was instructed by the wage 
stabilization board not to set a national 
pattern and, since conditions vary so 
widely from one industry to another 
and one area to another there appear 
to be good reasons for this admonition. 
For example, employers in the textile 
industry would probably go broke try- 
ing to pay benefits on the same basis 
as that of a major oil company. 

A natioral pattern would also give 
the appearance of government endorse- 
ment of that particular setup. 

The insurance equivalent is an adap- 
tation of an earlier point system but it 
has been made more understandable 
and stated in terms of a smaller num- 
ber of units. Thus, 3.20 units seems like 
a more down-to-earth figure than 320 
units, besides tying the unit to some- 
thing definite and known, in this case 
group term coverage of one year’s earn- 
ings. 

Under this simplified “IE” system it 
has been found that plans which are 
more or less standard can be evaluated 
by a clerk in 10 to 15 minutes. Even 


plans that are considerably different 
from the usual patterns can be evaluated 
in a half hour at most, if a clerk has had 
a little experience in this work. 

The “IE” system worked out by the 
industry members, Frederick P. Sloat 
of the G. Gilson Terriberry employe 
benefit consulting firm of New York 
City and Clifford F. Hawker, vice-pres- 


Winner in a Tough Contest 


For the first time, a life company has 
won the Financial World’s “Oscar of 
Industry” for the best annual report 
advertisement of the year and New 
York Life is to be congratulated on be- 
ing the winner. 

To win this award, the company first 
had to have the best advertisement of 
any financial institution, in the esti- 
mation of the judges. These judges are 
experts in art, typography, investor 
psychology, accounting, financial jour- 
nalism, and public relations. 

To get the top award for all annual 
report advertising, New York Life then 
had to beat out the best advertisements 
in eight other classifications—manufac- 
turing, public utilities, chemical prod- 
ucts, oil and natural gas, automotive, 
consumer goods, steel and iron, and 
transportation. 

There were some 300 entries in the 
annual report advertisement contest, of 
which more than a score were from life 
companies. In the contest on the an- 
nual reports themselves, as _ distin- 
guished from advertisements, there were 
more than 5,000 entries. In this race 
there was a separate category for life 
companies, the winner being Connecti- 
cut Mutual. New York Life was runner- 
up and Metropolitan Life third. 


ident of Armstrong Cork Co., provides 
a tool for quick and accurate measure. 
ment of factors that would etherwise 
require the services of an actuary. This 
could very well mean the difference 
between a usable and an impossibly : 
complex system of fringe benefits cop. 
trol. As usual, effective simplicity is the 
most difficult of objectives to reach, 


A surprising amount of interest jp 
these contests has developed, particy. 
larly considering the relative newness of 
making financial statements and annua 
report advertising more than a balance 
sheet. It was not so many years ago 
that financial statements were such that 
they aroused little reaction from the 
average reader, except perhaps a fleet. 
ing curiosity as to why the assets always 
came out equal to the liabilities. 

Interest in the annual report contests 
has reached the point where the annual 
dinner at which the awards are made 
was sold out three weeks before the 
event. And the dinner took place ina 
room jammed to its 1,350 capacity with 
guests, all of whom, except for the 
head table guests, paid for their tickets, 

This increased consciousness of the 
desirability of telling the annual report 
story in readable form indicates. that 
life companies are not the only ones 
that are taking the public into account 
more and more in telling their financial 
story to the public. It indicates that 
the life companies are doing a fine job 
—but also that they have more need 
than ever before to keep on their tees 
if they are to show up well in getting 
the account of their stewardship before 
the public. 











PERSONAL SIDE OF THE BUSINESS 





Morgan B. Brainard, president of the 
Aetna Life companies, spoke at the 
dedication of the William L. Mooney 
Auditorium at the Southbury Training 
School, Southbury, Conn. Mr. Mooney, 
who died in 1950, served four years as 
a trustee of the school, which cares 
for mentally defective children. He was 
a former Aetna Life vice-president. 

M. O. Allen, Tennessee insurance 
commissioner, is now recuperating at 
his home at Newport, Tenn., after being 
hospitalized for several weeks. He will 
probably have to be away from the 
office at least another month. 

Henry W. Laffer, veteran Northwest- 
ern Mutual general agent at Wichita, re- 
ports a successful elk and deer hunting 
trip to Wyoming. Hunting in 18 inches 
of snow, the party of four bagged three 
elk and four deer. 

Henry S. Stout, Dayton general agent 
of John Hancock, a trustee of N.A.L.U., 
was designated as Dad of Dads at Den- 


ison University, Granville, O., when the 
Denison team played Wittenberg. Mr. 
Stout is a Denison graduate and has been 
a trustee of the college since 1942. He 
was one of three men who originated 
the field house campaign. His son, 
Henry, Jr., is a junior at Denison. 
Raymond DuFour, general agent for 
Pacific ‘Mutual at Washington, D. C, 
has been elected president of Catholic 
University alumni association. Mr. 
DuFour is also a director of the Wash- 
ington board of trade, and director of 
the Merrick boys camp there. 
Arthur R. Hustad, Twin Cities man 
ager for the White & Odell agency 
of Northwestern National, has_ beet 
elected vice-chairman of the trustees of 
the University of Minnesota fund. 
Robert L. Bergstresser, actuary of 
United States Life, was one of 60 alumm 
of Drexel Institute of Technology of 
Philadelphia who were awarded citations 
for their civic contributions in profes- 
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sional accomplishment. Mr. Bergstres- 
ger, 2 Drexel graduate of 1933, was cited 
for professional competence and educa- 
tional interests in the field of insurance. 

Walter A. Robinson, Ohio superinten- 
dent, has returned to his home from 
White Cross Hospital, where he was 
taken a few days ago when he suffered 
an attack of indigestion in his office. 

Mr. Robinson was very tired follow- 
jng ten days’ travel attending hearings 
and conventions and will stay home for 
afew days, largely because of the cold 
weather. The doctor could find no trace 
of a heart condition. 

Saul S. Vort, manager of Prudential’s 
Manhattan agency, was honored by 
members of his staff at a luncheon cele- 
prating his 35th year in the business. He 
started with Prudential at the home 
office in 1916 and 12 years later went 
into field work at Newark where he 
later became an assistant manager. In 
1948 he was named manager for Long 
Island with headquarters at Jamaica, 
and earlier this year took over his pres- 
ent agency. 

F. G. Denton, Jr., former president of 
Knoxville (Tenn.) Assn. of Life Under- 
writers, has been advanced from major 
to lieutenant colonel with the army re- 
serves. 

Edward N. Caldwell, 92, former gen- 
eral agent for Northwestern Mutual, is 
reported doing well after an appendec- 
tomy at Frankfort, Ky. As far as can 
be determined he is the oldest person in 
Kentucky to have undergone a.success- 
ful appendectomy. 

Roy C. Millar, Milwaukee general 
agent of Minnesota Mutual Life, has 
been appointed March of Dimes chair- 
man for Milwaukee county. 

Pratt C. Remmel, general agent for 
Mutual Benefit Life, was elected the 
frst Republican mayor of Little Rock 
in 55 years. The 36 year old agency 
head conducted a whirlwind campaign. 

Howard W. Holderness, president of 
Jefferson Standard Life, has been 
dected to the board of Burlington Mills, 
which has textile plants through the 
south. 

Ted A. Sick, president of Security 
Mutual Life, and Frank R. Sughrue, 
manager of the mortgage section of 
Bankers Life of Nebraska, were ap- 
pointed to the Lancaster county tax 
appraisal board at Lincoln, Neb. 


Conducts Cashiers Course 


New England Mutual is conducting its 
tighth agency cashiers training course. 
Cashiers from 13 agencies representing 
ateas from Maine to Colorado are at- 
tending. The course is under the direc- 
tion of G. E. Perino. 





DEATHS 


JOHN J. ARCHER, 57, assistant 
comptroller of Aetna Life, died there 
after a long illness) He was named 
assistant comptroller in 1949. He had 
been with the company for 41 years. 

EDWARD J. FALTYSEK, 66, for- 
mer general agent of Equitable Life of 
Iowa at Chicago, died at his home in 
Oak Park, Ill. Recently he had been 
a personal producer for Equitable work- 
ing through Griffin, Ingram & Pfaff of 
Chicago. He was the father of William 
H. Faltysek, public relations director of 
the American Life Convention. 

HERBERT H. WILLIAMS, 70, re- 
tired supervisor of personnel for Pruden- 
tial, died in a Plainfield, N. J. hospital. 
He joined Prudential in 1898 and rose 
through various positions until his re- 
tirement in 1943. 

JOHN S. ROMIG, 66, supervisor of 
advertising for Provident Mutual Life, 
died at his home in Philadelphia. Mr. 
Romig had been with the company for 
more than 25 years. He was an elec- 
trical engineering graduate of Pennsyl- 
vania State College. 

JOSEPH GROSS, 71, of the New York 
City agency of Union Central Life, died 
of a heart attack there. Born in Hun- 
gary, Mr. Gross had been an agent with 
the company since 1908. Before his death, 
he established Followers, Inc., a _phil- 
anthropic group which cared for children 
afflicted with infantile paralysis. 


H. R. WILLIAMS, 63, former state 
senator and president of Standard Mu- 
tual of Cassville, Mo., an assessment life 
oeerane died there following a heart 
attack. 


Business Will Oppose NSLI 
Funds for Mortgages: Hogg 


Senator Maybank of South Carolina 
has introduced a measure to allow NSLI 
funds to be invested in mortgage loans 
made to veterans. The loans would be 
limited to 20% of available funds and 
the available funds now exceed $5 bil- 
lion. The senator wants to ease the 
difficulties veterans are currently having 
in obtaining mortgages. Robert L. 
Hogg, executive vice-president and gen- 
eral counsel of American Life Conven- 
tion, has indicated that the business will 
oppose the measure. 














Meays Joins Girard Life 


Girard Life of Dallas has appointed 
Barton T. Meays regional vice-president 
at Chicago for the states of Illinois, In- 
diana, Michigan and Missouri. Mr. 
Meays has been for the past three years 
director of field training for Continental 
Assurance. He started in the business 
with Prudential. 
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It is up to everyone of us to fight this 
enemy, working from within to undermine 
our economic welfare . . . to tear down our 
high standard of living . . . to weaken our 
morale and impair our personal financial 
security. 


To keep our economy strong . . . to make 
our future secure, inflation must be 
checked, now! 


Life Underwriters are helping themselves, 
their neighbors and their Nation every 
time they deliver a policy. Dollars that 
might otherwise be spent for non-essential 
needs become life insurance premiums 
stored away to provide security for the fu- 
ture. These extra dollars today, returned 
in time of greatest need, are tomorrow's 
most valuable dollars. 


Great Southerners are doing their part in 
this fight. 


SOUTHERN 


GREAT 
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HOME OFFICE HOUSTON 1, TEXAS 




















12 


FeNATIONAL UNDERWRITER. 


November 9, 1951 











Vi 






lV] Health 
lv) Accident 
WV) Hospitalization 


Reimbursement 


Registered Life Protection 


Theo. P. Beasley, President 





WY] Medical and Surgical lV] Brokerage 


Complete- 


personal insurance service! 


lV] Group 
VV) Salary Savings 
lV) Franchise 
V Wholesale 









V] Reinsurance 






Republic National 


Life Insurance Company 


Home Office: Dallas 


Life insurance in force exceeds $345,000,000.00 














Little Known Facts about Insurance Men* 


What they mean 
to the 


FOOD 
INDUSTRY 





| PAUL MOUNTCASTLE, PRES. 





@ It is estimated that the 
immediate families of life 
insurance agents in the 
United States spend more 
than $130,000,000.00 per 
year for food. 


This is but one of the many 
ways in which the life insur- 
ance agent and his family 
help to play their part in the 
vast network of the nation’s 
economic structure. 


Yes, anyway you look at it, 
the life insurance agent is 
a mighty important man in 
every American community. 


*SOURCES: U. S. Bureau of the Census 
and U. S$. Department of Commerce. 
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NEWS ABOUT 


Summarize Recent 
Policy Changes 


These are recent changes in policy 
treatment not previously reported in 
THE NATIONAL UNDERWRITER. 

Legal Standard has made rate changes 
in its decreasing term policies at ages 
46 to 55. 

Lincoln Liberty has increased non- 
medical limits to ages 0-14, $5,000; 
ages 15-35, $10,000 total with $7,500 in 
any one 12 month period; ages 36-40, 
$10,000 total with $5,000 in any one 
12 month period; ages 41-45, $5,000. 

Lincoln National will now consider 
waiver of premium disability in connec- 
tion with a maximum of $250,000 of 
insurance. 

London Life has increased its reten- 
tion limits to a maximum of $125,000. 
New single premium annuity rates have 
been introduced. 

Monarch Life minimum for five and 
10 year term policies is now $5,000. 

Monumental Life has announced that 
it will consider all of its term policies 
and riders on substandard risks requiring 
a table 1 or a $2.50 flat extra rating. 

National Guardian Life has increased 
the minimum amount accepted on the 
preferred life from $5,000 to $10,000 and 
has increased the dividends for this plan. 
Formerly issued at ages 15 to 50, it will 
now be issued up to age 60. 

Northwestern National has added par- 
ticipating preferred whole life (minimum 
$5,000) and participating 20 year en- 
dowment to its list of juvenile policies. 

Protected Home Circle has a new non- 
medical limit for men and business 
women; $5,000 is now the limit for non- 
medical insurance written in any one 
year, on the lives of men and business 
women (employed widows and _ spin- 
sters). 

Reliance Life has brought out an in- 
come disability provision. This rider 
will provide prior to age 55 (for monthly 
income) and prior to age 60 (for waiver 
of premium) upon proof of total disa- 
bility having existed six months, for 
waiver of premiums from date of dis- 
ability and payment of $10 per $1,000 
monthly income beginning as of sixth 
month of disability and continuing dur- 
ing disability until age 65 or prior ma- 
turity. At age 65 policies not already 
matured will mature for face amount. 

Security L. & A. has introduced a 
family income policy sold as a separate 
contract and providing income only. It 
is issued for periods of 10, 15, 20 and 25 
years. 

Shenandoah Life has introduced an 
estate builder with $1,000 initial amount 
increasing to $5,000 at 21, life paid up 
at 65. 


Sun Life of Baltimore is now issuing 
two types of family income rider. Plan 
A provides $10 monthly income until 
end of family income period and $1,000 
payable at that time. Plan B provides 
for payment of $500 at death, $10 month- 
ly income until end of period and then 
$506. 


Conn. Mutual Dividends 
to Exceed $13 Million in 1952 


Policyholders of Connecticut Mutual 
will receive an estimated $13,285,000 in 
dividends in 1952. This is approximately 
$1,105,000 more than will be distributed 
in 1951 and $235,000 more than would 
be distributed in 1952 if the present scale 
were continued. 

Certain dividends will be increased, 
largely those affecting holders of annual 
premium policies issued after age 35. 
Policies issued since October, 1947, are 
based on the commissioners mortality 
table while policies issued prior to that 
are based upon the American Experience 
table. The dividend increases apply to 
policies issued on either basis. 

Dividends on single premium policies 








LIFE POLICIES 


and retirement annuities remain un- 
changed. In no case will any dividends 
be decreased. The interest rate of 34% 
on optional settlement contracts and 3%, 
on dividend accumlations will be cop- 
tinued. 


Provident to Continue Scale) 

Provident Mutual will continue its 
1951 dividend scale for 1952. Dividends 
on practically all term policies and sup, 
plementary level term agreements will 
be increased. The scale will remain the 
same on family income and other dey 
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Reliance Life Advances Four} Franklin 


Reliance Life has made four appoint. 
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ments. Edgar Hartley, Jr., of the home’ § chairman. 


office training section, has 
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pointed eastern Pennsylvania manager, Region 


in Philadelphia. 
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Do You Want-- 


V Large Commissions 
V Steady Renewals 
V Standard Policies 


(rates and provisions competitive with 
every old line legal reserve life com- 
pany in the U. S.) 


V Special Policies 


a - them, both sure-fire best 
V Established Territories in 
the South 


V Brand New Territories in 
Texas and Oklahoma 


V A Sound Company 
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National Equity Life has operated a 
the South for 28 years, and is now 
expanding into Texas and Oklahome. 


This may mean unusual opportunities 
for you. 


Write today for full information. 
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___NEWS OF LIFE ASSOCIATIONS 





s, E. Kansas Congress 
Attracts Attendance of 90 


The Southeast Kansas sales congress 
at Pittsburg drew an attendance of 90. 
4 panel discussion with Clyde Braden, 
Equitable Society, Independence, past 
president of the Kansas Association, 
presiding opened the program. Assisting 
were Hugh Jarvis, Prudential, Coffey- 
ville; Harry Brown, Business Men’s As- 
surance, Coffeyville; Dean Wilson, New 
York Life, Independence; William Wal- 
ton, Metropolitan, Independence. 
Speakers included Arthur Krone, 
Aetna, Chanute, on “Retirement Income 
ys, Other Investment”; Harry H. Murty, 
Metropolitan, Pittsburg, “Service and 
Prospecting”; Lonzo Wood, National 
Life & Accident, Pittsburg, “Industrial 
Insurance”; Clyde Babb, University of 
Kansas, “Life Underwriters Training 
‘| Courses’; Ralph Wilcott, B. A., 
Chanute, and Mr. Braden on “State and 
Local Affairs.” Dr. Lloyd Rising, First 
Methodist Church, Pittsburg, was the 
luncheon speaker on “Some _ English 
Political Background.” The Pittsburg 
Association was host with Carl Wilson, 
Franklin Life, general chairman, and 
George W. Heller, Prudential, program 
chairman. 


Regional at Hamilton, Ont. 


The Niagara Peninsula regional con- 
vention of Life Underwriters Assn. of 
Canada was held at Hamilton, Ont. 

Speakers at the morning session were 
Russell C. Tomlinson, New England 
Mutual, Chicago; Leslie W. Dunstall, 
general manager of the Canadian asso- 
dation, and Glenn C. Tompkins, assist- 
ant superintendent of agencies of Can- 
ada Life. Afternoon speakers were 
E. May, North American Life, Toronto, 
and Mr. Tomlinson. 
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i Name Okla. Congress Chairmen 


Albert B. Irwin, president of Okla- 
j}homa Assn. of Life Underwriters, has 
s}appointed Phil Noah, American Na- 
| tional, general chairman for the sales 
wii congress Feb. 2 at Oklahoma City. Ar- 
rangements for the Tulsa sales congress 
Feb. 1 will be handled by a committee 
headed by Floyd Reynolds of Acacia 
Mutual. 


i ates 





Colby, Kan.—The Plainsman associa- 
“{tion will hold its annual “pheasant sea- 
son special” meeting here Nov. 15. The 
setup includes a day of pheasant hunt- 
ing Nov. 14, a day of good fellowship, 


— 


with luncheon and three good speakers Nov. 
e ‘}15 and hunting again on Nov. 16. 
@ com (| The October meeting was held at 


T Oberlin with R. Hervey Porter, Bankers 
jfof Iowa, McCook, Neb., speaking on 
, ‘Simplified Family Programming.” 

,_ Oklahoma City—Of the 26 men enrolled 
in the L.U.T.C. classes now under way 
with Minor Smith as director, three are 
CL.U.s and the others have had from 
one to 30 years life insurance experience. 


New Castle, Pa.— William M. S. Steele, 
Pittsburgh supervisor for Aetna Life, 
spoke to the New Castle branch of the 
Pittsburgh association on “The Romance 
of Life Insurance.” : 


| Uniontown, Pa.—Henry L. Rossi, Pru- 
dential agent at Pittsburgh, spoke to the 
Fayette branch of the Pittsburgh asso- 
clation on “My First Year in the Life 
Insurance Business.” 

Charleroi, Pa.—Quinter G. Colebank, 
Pittsburgh staff manager of Prudential, 
spoke to the Washington branch of the 
oe association ‘on “Kash for 





FS aga Falls, Pa.—Charles J. Peck- 
per Pittsburgh manager of New York 
Life, spoke ito the Beaver Valley branch 
be the Pittsburgh association on “The 
uyology of the Sale.” 
| Newark—Joe B. Long, manager of 
“6 of Provident Mutual Life, ad- 
"reg lg egiigebg New Jersey asso- 

Ov. on “A - 
ferent Sisec.” gents Come in Dif 
} Salina, Kan.—Elliott Belden, Franklin 
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Wesleyan University with 20 enrolled 
were given by Chairman Robert Ellis. 


A ladies’ night for Dec. 7 was an- 
nounced. A new year book was dis- 
tributed. 


Chicago—Mrs. Minna Hensley, Frank- 
lin Life, Salina, Kan., will address the 
women’s division at a luncheon Nov. 28. 

Pasadena, Cal.—First and second year 
L.U.T.C. courses are being offered at 
Pasadena City College with enrollments 
being accepted up to Nov. 8 and Nov. 12. 
Wilbur A. Stannard is the L.U.T.C. com- 
mittee chairman. 

Hutchinson, Kan.—Wives of members 
were entertained at a dinner and were 
introduced by Fred Kihm, John Hancock, 
president, and Ed Vickers, Metropolitan, 
vice-president. An L.U.T.C. film was 
shown. 

Philadelphia — Wendell R. Holmes, 
training instructor of Metropolitan, spoke 
on service to policyholders; Peter J. 
Murphy, assistant manager for John 
Hancock, told of the value of enthusiasm, 
and Hugo J. Santangelo of Prudential 
told how he gets his business. 

Hannibal, Mo.—The meeting of the 
Northeast Missouri association was at- 
tended by E. G. Weber of State Farm 
Mutual, president of the Quincy (I1l.) 
association, who invited members to par- 
ticipate in the L.U.T.C. course which the 
Quincey association is planning. 

Don Ross, merchandising manager of 


the Meredith Publishing Co., pointed out 
the significance of the farmer in the 
American economy. Mr. Ross declared 
that the farmer, with $101 billion in as- 
sets, $30 billion in annual income and $20 
billion in savings, is the biggest busi- 
ness man in the country. 

Grand Rapids, Mich.—Muskegon and 
Traverse City associations joined in a 
“sales caravan” session here, sponsored 
by the Michigan association. Mac F. 
Begole, state association president; 
Harold Love, Detroit attorney, and John 
Calfa, Chicago producer, were the speak- 
ers. 

Philadelphia—Luncheon meetings have 
have been scheduled for Nov. 15 and Dec. 


COMPANIES 


New Name, City Designation 

Union Employees Mutual of Tacoma, 
Wash., has changed its name and city 
to Group Health Mutual Life of Seattle. 
James P. Flannigan is president; George 
W. Jacobson, treasurer, and John E. 
Tolman, secretary. 


Mutual Benefit Sets Record 


The 72 agencies of Mutual Benefit 
Life wrote a record $54,600,000 of busi- 
ness in October. This total was 37% 














above the goal set for the month. : 

Sixty-four agencies exceeded their 
quotas, 11 doubled their goals and one 
tripled its quota. The contest ended 
with 19 agencies each submitting over a 
million dollars of business for the month, 
The Earls agency in Cincinnati led the 
company with over $3 -million of busi- 
ness. 


Hancock Art to Schools 


Twenty-five illustrations commissioned 
by John Hancock for its national ad- 
vertising are being used in school books. 
Depicting the American scene, 17 appear 
in “United States History” by Merle 
Burke, and eight in “Living in Our 
America” by I. James Quillen. 


Dividends Near 21 Million 


Dividends totaling $20,790,000 will be 
paid in 1952 to more than one million 
policyholders of Mutual Life. The 
amount set aside for 1952 dividends is 
$690,000 greater than this year’s divi- 
dends. Since 1945 the company has in- 
creased its dividends by more than 44% 
or about $6,390,000. 








A Red Cross mobile blood unit set 
up in the home office of Northwestern 
National at Minneapolis handled 175 
home office donors, largest group in the 
current blood drive of the chapter there. 





APPRAISING the acceptability of 
applicants is no mystery to Continental 
Assurance representatives. They are 
equipped with the identical Underwriting 
Guide used by Home Office under- 
writers. We quote from its preface: 


“UNDERWRITING GUIDE outlines 
fundamental principles and probable 
ratings. It is a Continental Assurance 
philosophy that the agent should know 
what and whom... what to 


Continental Assurance approach to 
underwriting is typical of the degree 

to which fieldmen are regarded as 
partners in a great and vital enterprise. 
That producers flourish in this 
atmosphere is evidenced by a record of 
growth with few if any parallels. 


Continental Assurance Company 
310 South Michigan Avenue ¢ Chicago 


Continental Casualty Company « Transportation Insurance Company 


sell and whom.” 
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ARE YOU AHEAD IN THE 
FOOTBALL GAME OF 1951? 


You are now in the 4th and final quarter of 1951. 


What is the score so far for you? Is your produc- 
tion holding up to expectations? Or are you a little 
disappointed despite your fatiguing efforts? 


Here is a company willing to supply some real 
solid protection for your ball-carrying during this 
final quarter. 


Learn more about it by writing 


The UNION LABOR 
Life Insurance Company 


200 East 70th Street 
New York 21, N. Y. 














“The Provident States" are 


PREPARING FOR 
NATIONAL DEFENSE — 


Wheat, corn, gold, and silver are the products SOUTH 
DAKOTA is contributing to National Defense. Her 
sturdy people and rolling prairies are geared to produce 
more and more of the things our nation needs to make 


it strong. 


In South Dakota, the people like the Provident for its 
} strength and character. We have long been the “good 
neighbor” to South Dakotans who look to us for “Provi- 
dent Protection.” 


The PROVIDENT 


LIFE INSURANCE COMPANY 
Bismarck, North Dakota 
JOSEPH DICKMAN, Vice President 
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“The Provident States" 
North Dakota — South Dakota — Minnesota — Washington — Oregon — Montana 








Clement Elected 
V-P of Shenandoah 


G. Frank Clement has been elected 
vice-president in charge of agencies for 
Shenandoah Life 
after completing his 
third year as man- 
ager of the com- 
pany’s home office 
agency. Prior to 
his service with 
Shenandoah he had 
been with Jefferson 
Standard Life since 
1930 as agent, su- 
pervisor, district 
manager and branch 
manager. 

Mr. ‘Clement is a 
C.L.U., a national 
committeeman of 


G. F. Clement 
N.A.L.U. and a past president of the 


Roanoke association. E. Dudley Col- 
houn and G. N. Dickinson, Jr., direc- 
tors of agencies, will continue to serve 
in that capacity as assistants to Vice- 
president Clement. 


Equiowa Designates Ward 


Superintendent of Agencies 


Equitable Life of Iowa has appointed 
J. Richard Ward as superintendent of 








H. W. Ehrsam 





J. R. Ward 


agencies. At present the general agent 
for the company in Portland, Ore., he 
will take over his new position Feb. 1. 
Ray E. Fuller, agency vice-president, 
continues as head of the agency depart- 
ment. 

Mr. Ward attended the University of 
New Mexico, and became an Equitable 
of Iowa agent of Pueblo, Col., in 1934. 
He became a general agent in Grand 
Junction, Col., in 1940 and in 1942 
was appointed home office field super- 
visor. He has been general agent in 
Portland since 1947. ‘ 

Mr. Ward’s successor at Portland will 
be Herb W. Ehrsam. He became an 
Equitable of Iowa agent in 1946 and 
early this year was appointed regional 
agent. He has qualified annually for the 
company’s top production group and for 
the past year has assisted Mr. Ward. 
in training and supervision. 





Provident Advances Two 


Provident Mutual Life has reorgan- 
ized its training program into two sepa- 
rate parts and created two new positions 
which have been filled from the existing 
training staff. Nelson A. White has 
been named director of sales training. 
Miss Alice E. Roché has been named 
director of sales education. Formerly 
Mr. White was director of education and 
training, and Miss: Roché was his as- 
sistant. ‘ 


Cal-Western Names Daniels 


William D. Daniels has been appoint- 
ed assistant director of education and 
= for California-Western States 

ife. 

Mr. Daniels was assistant director of 
the Purdue course from 1948 to 1950. 
He conducted several training schools 
for life insurance companies and was a 
staff member of the short courses con- 
ducted by the Kansas and Missouri as- 





— 
sociations at the University of Kansas 
and the Pennsylvania association at Ss. L 
= oy 8 college in 1949. U.S. 
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Bruce Elected President 
of Guaranty Union Life 


Guaranty Union Life of California has 
elected Thomas M. Bruce, Jr., as preg. 
dent. Mark Harrington, a director and 
head of Harrington & Co. of Pasadena 
was elected vice-president. John ¢ 
Tyler, head of Farmers Insurance groyp 
resigned as president but will continy 
as board chairman. 

Prior to becoming executive vice. 
president 17 months ago, Mr. Bruce 
practiced law with Jenkins, Bennett % 
Jenkins of Philadelphia. At the same 
time he assisted the eastern agencies of 
three life companies and had been 
leading representative of Mutual Life 

He holds degrees from Temple Uni 
versity, Pennsylvania Law School, and 
the commerce school of University of 
Pennsylvania. He is 33 years old. 


Peninsular Advances Steele 


Peninsular Life has appointed Ernest ‘ 
C. Steele assistant actuary. He had been Guaran 
with Occidental Life of Raleigh, N. C,| Knott M 
and has been with Peninsular since 1950, 
He is an air force veteran and a graduate 
of the University of Kentucky. 
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Tennessee Valley Life of Jackson, 
Tenn., has made three changes in “7 
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Write, wire or phone us regarding either 
the purchase or sale of the stock or 
management control of any type of 
company. 
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office personnel. ‘Ralph Thomas has been 
named agency director, J. C. Melton, 
agency supervisor, and J. W. Hemby, 
assistant agency supervisor. 





U. S. Life Appoints Bonzey 
As New Medical Director 


Dr. Charles M. Bonzey has been ap- 
pointed medical 
States Life. 
takes over the du- 
ties of Dr. Ps 
pert Avrack, 
has been named 
medical director for 
¢. V. Starr & Co., 
American Interna- 
tional Underwriters 
Corp. and affiliated 
organizations. 
Avrack will con- 
tinue to act as con- 
sulting medical di- 


by United 


Dr. C. M. Bonzey 


University, obtained 


he became examin- 


ing physician for veterans administra- 
tion at Boston, and most recently has 
acted as medical director for General 
Motors at Framingham, Mass. He has 


d. heen for five years an examining physi- 


1, N.C, 
nce 1950, 
graduate 





assistant 





Don H. Knott 


tian for 10 large life companies. 





Guarantee of Omaha Names 
Knott Mortgage Officer 


Guarantee Mutual Life of Omaha has 
appointed Don H. Knott as 2nd_vice- 


president in charge 
of mortgage loans. 
He has been with 
the Occidental 
Building & Loan 
Assn. of Omaha 
since 1926 and was 
vice - president at 
the time of his res- 
ignation. 

He holds degrees 
from the Univer- 
sity of Iowa and 
from the Univer- 
sity of Omaha, is 
admitted to practice 
law in Iowa and 


Nebraska and is a member of the Omaha 
Bar Assn. 





Mutual Names Two in Personnel 


Miss Dorothea A. Pfeiffer and E. 
Donald Hyer have been advanced to 
assistant personnel directors for Mutual 
Life. Miss Pfeiffer has been active in 
life insurance work since 1936 and a 
personnel assistant for Mutual since 
1945, Mr. Hyer joined the company in 
1926 and held various supervisory posi- 
tions prior to his appointment as a per- 
sonnel assistant in 1947. 





Alex R. Hasley has been appointed 
{| superintendent 
group division, of Sun Life of Canada. 


of agencies, 
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New Insurance Cartoon Book 


_ ‘Slightly Underwritten,” a book of 
_}Msurance cartoons edited by Thomas L. 
tix, Sr., and Jr., has been released by 
for $1.50. Contained 
are such rare items as the arsonist set- 
n fire with his fire policy, 
the prospect who wants no more 
msurance because his _ beneficiary 
ent home to mother. 

Altogether it is a neat little volume 
featuring such well known cartoonists as 
ames Thurber, Gardner Rea, Chon Day, 
ted Neher and others. 


17 Million for N. E. Mutual 


New England Mutual has authorized 
€sum of $17 million to be distributed 
BS 1959 _ dividends, 
Flanged is the increased scale which 
was adopted a year ago. Also unchanged 
s the payment of 3% on dividends on 
foPosit and settlement options. 


Continuing un- 





GENERAL AGENCY NEWS 





John Hancock Honors R. W. 
Hoyer on His Retirement 


With Paul F. Clark, president of 
John Hancock, and 100 agents of the 
company in attendance, a_ testimonial 
dinner was given in honor of Ralph W. 
Hoyer, retiring general agent, at Colum- 
bus, O. Mr. Clark paid tribute to Mr. 
Hoyer and on behalf of the company 
presented him an engraved water pitch- 
er. Agents gave him a television set. 
His father, William E. Hoyer, entered 
life insurance in 1881 and in 1897 went 
with John Hancock. In 1920 Ralph W. 
Hoyer joined his father in the business, 
both serving as general agents. W. E. 
Hoyer died in 1923 and was succeeded 
by Ralph W. Hoyer, acting alone. He 
in turn retired Oct. 1 to be succeeded 
by his son, William B. Hoyer. 


Klein Makes October Gain 


The Klein agency of Home Life of 
New York at Chicago had a paid Octo- 
ber production 126% over the same 
month a year ago. The agency ranks 
third among company agencies for the 
first 10 months. 





Mutual Life Des Moines 
Agency Hears Hale, Waller 


Stanton G. Hale, vice-president and 
manager. of agencies of Mutual Life, 
and Edward E. Waller, superintendent 
of agencies at Chicago, addressed the 
annual meeting of the company’s Des 
Moines agency. 

Other speakers, all from Iowa, were: 
Frank G. Lundblad, Fort Dodge; Frank 
B. Singer, Newton; Harold V. Taylor, 
Atlantic; John E. Verink, Rockwell 
City; Harry M. Livingston, Marshall- 
town; Robert W. Daniels, Louis A. 
Buenz and Thomas B. Read, all of 
Des Moines. 


Irwin Holds Fall Meeting 


At the fall meeting of the Albert B. 
Irwin agency of Northwestern Mutual 
at Oklahoma City was featured a sales 
session conducted by Mr. Irwin. Edwin 
W. Burch, tax attorney and president 
of Oklahoma City Estate & Planning 
Council, spoke at the luncheon. 


White Agency Nears $5 Million 


Total paid business for the month of 


nce plan. Trained Southland | 


October in the White agency of Connec- 
ticut Mutual at Dallas, amounted to 
$434,373. This brings the total for the 
year to date to $4,411,694. 








Fort Worth Managers Meet 


The October meeting of the Fort 
Worth managers featured reviews from 
two chapters of the book, “How to Build 
a Successful Life Insurance Agency.” 
Archibald E. Crow of Texas Life re- 
viewed chapter 15 on how to maintain 
a high persistency of business, and 
George MclIlheran of Great National 
Life reviewed chapter 16 on how to 
evaluate new business. 





To Reinsure Without Lien 


LANSING, MICH.—Receivership of 
Western Union Insurance Co. of De- 
troit will be wound up soon with no loss 
to policyholders. 

“We have bids from two other com- 
panies to take over policies of the com- 
pany, either of whieh will completely 
salvage the business,’ Herbert B. 
Thompson of the department said. 
“There will be no lien on the policies.” 

He added that most of the employes 
of the old company will get jobs with 
the company taking over the business. 
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each individual arrange ans gt 
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improves performance 


From childhood’s earliest 


moments... balance is 
essential to progress. 


So, too, in a life insurance 


company, continuous 
achievement is aided by a favorable 
balance of past history, present 
progress, and future plans. 


Fidelity is a well-balanced 
company. 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 
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ACCIDENT AND HEALTH 





FOUR MONTH VETERAN 


N. Y. Life Statistics 
Interest A. & H. Men 


Great interest was shown at the an- 
nual meeting of Bureau of A. 
Underwriters at Hot Springs, Va., in a 
recital by James T. Phillips, vice-presi- 
dent in charge of underwriting, of the 
experience of New York Life in-its first 
four months of writing individual 
A. & H. He said the company is issuing 
about 600 policies a week and that the 
agents have been submitting an average 
of one A. & H. application for every 
10 life applications. About half of these 
applications are for accident policies 
only while the other half are for both 
accident and sickness. The average 
premium per application has been about 
$90. Some 75% of the applicants are 
males. The volume of business has so 
far come from about 25% of the 5,000 
agents. 

New York Life will not sell sickness 
insurance unless the insured has cor- 
responding accident insurance with the 
company. Mr. Phillips estimated that 
95% of the lives covered with accident 
insurance are also eligible for sickness 
policies and 80% of the accident policy- 
holders and 85% of the sickness policy- 
holders are eligible for weekly benefits 
for total disability. He said about two- 
thirds of the accident policies and two- 
thirds of the sickness policies include a 
weekly benefit for total disability. 

He said the company, which has 
policies of a schedule type, ‘has discov- 
ered that 14% of the accident policies 
are issued without any of the optional 
benefits; 69% were issued with some 
but not all of the optional benefits and 
17% were issued with all four optional 
benefits. The blanket expense benefit 
was included in 67% of the accident 
policies, the loss of life benefit in 56%, 
the weekly benefit for partial disability 
in 48% and the double benefit for speci- 
fied accidents in 31%. 

When the policyholder had the option 
of excluding the first seven, 14, 21 or 28 
days of each disability under the weekly 
benefit for total disability provision of 
the sickness policy, the seven day ex- 
clusion was chosen in 63% of the pol- 
icies. The 28 day exclusion was chosen 
in 20% of the policies, but the 14 and 
21 day exclusions were less popular. 
Where the policyholder had the choice 
of limiting the hospital confinement 
benefits in the sickness policy for either 
not more than 70 days or not more 
than 365 days, the 70 day limit was 
chosen in almost 95% of the policies. 


Battleson Heads Cal. Assn. 
of A. & H. Managers Clubs 


LOS ANGELES — California Assn. 
of A. & H. Managers Clubs at its an- 
nual meeting here elected these officers: 
President, S. S. Battleson, West Coast 
Life; vice-president, Reginald A. 
Farquahar, Home Indemnity; secretary, 
(Rangal York, Fireman’s Fund Indem- 
nity, all of San Francisco. 

Henry Childress, associate counsel of 
Pacific Mutual Life, made the principal 
address of the convention on “The New 
California Minimum Standards for Dis- 
ability Policies.” He declared S.B. 711 
was not a benefits bill but one providing 
standards. He said he envisioned abuses 
of the law by maverick companies, which 
if not handled properly might be dis- 
astrous to the business. 

He reviewed the differences that de- 
veloped with the California department 
in regard to its interpretation of various 
sections of the measure and the long 
series of conferences, both at Los An- 
geles and San Francisco. He mentioned 
the change in the bill through stopgap 
legislation and expressed the belief that 
the “bugs” had been pretty well worked 
out of some of the controversial sub- 
divisions. He said foreign companies 








in, 

probably will have to have special Caf. 
fornia policies. He believes the bill g 
a whole will accomplish its purpose anj 
be a benefit to the business. 
Mark S. Trueblood, Union  Centry 
Life, president of Los Angeles Life Up. 
derwriters Assn., expressed the opinign 
that A. & H. insurance is in the fro 
line against state medicine and state jp. 
demnity and that the life producers ap 
with the A. & H. men in the effort 4 
promote free enterprise. 
Walter G. Gastil, manager of Cop. 
necticut General Life, paid tribute t 
the late Harold R. Gordon, and the 
presented the Harold Gordon plaque ty 
William E. Lebby, state manager 
Massachusetts Indemnity, as the oy 
standing A. & H. man of the year, 


Mutual Life in Conference 


Mutual Life of New York, which pr. 
cently announced its intention to ente 
the A. & H. field, has become a member 
of H. & A. Underwriters Confereng 
J. M. Wickman is to head its A. &¥ 
department. 


Florida Assn. Holds Fall 
Meeting at Miami Beach 


With four speakers discussing varioy 
aspects of A. H. insurance, Florit 
Assn. of A. & H. Underwriters held jt 
fall meeting at Miami Beach. 

The main session opened with Dep. 
uty Commissioner E. A. Faircloth talk. 
ing on “New A. & H. Coverages,” f, 
was followed by Granville Fisher, head 
of the psychology department at Uni. 
versity of Miami, on “Applying Psy 
chology to the A. & H. Business.” 

George Beltz, Bankers Life & Cas. 
alty, Tampa, covered pre@blems of the 
agent, speaking on “Making Sale 
Count.” Rev. Richard E. Blanchard 
associate pastor of the First Methodist 
Church, Orlando, who also was heard 


WANT ADS 


Rates $13 ‘per inch per insertion— | inch mini. 
mum. Limi words per inch. Deadline Tue 
day morning in Chicago office — 175 W. Jack 
son Blvd. Individuals placing ads are requested 
to make payment in advance. 


THE NATIONAL UNDERWRITER 
Life Insurance Edition 


DISTRICT 
REPRESENTATIVE 
WANTED 


A large mutual Life Insurance com 
pany desires district representation 
in Long Beach, California. Sales 
experience essential. If interested 
please Address H-74, The National 
Underwriter, 175 W. Jackson Blvd, 
Chicago 4, Ill. 
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at the association’s Orlando meeting, 
spoke on “A Life in Your Hands.” 
The previous day, there was a direc- 
tors’ meeting, followed by a cocktail 
ty. Frank Gabor, Educators Mutual, 
Miami, president of the association, pre- 


sided. 
'The Blue Shield unit for southern 


Illinois serving about 33 counties with 
headquarters at Alton has canceled its 
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contract with Group Hospital Service of 
St. Louis, and instead is to be affiliated 
with Illinois Hospital Service of Rock- 
ford. 


Prudential Names Five Men 
to Key A. & H. Positions 


Prudential has appointed five new 
men to key posts in its sickness and 
accident program. Heading the list 
are Howard E. Narlee, who has been 
named assistant director of sales and 
service, and Leon L. Tracy, who joins 
Prudential as senior training specialist 
of the S. & A. department. 

Mr. Narlee has been with Loyal Pro- 
tective Life. He entered insurance with 
that company in 1946, and was made 
general agent at Buffalo in 1948, later 
transferring to Boston. He has been a 
member of the A. & H. Assns. of But- 
falo and Boston. 

Mr. Tracy started with Aetna Life 
in 1940 as a field man. In 1948 he be- 
came a general agent of Loyal Protec- 
tive at Springfield, Mass. He rejoined 
Aetna two years later and since then 
has been an associate partner in its 
general agency at Hartford. 

Arthur W. Whalen and Paul F. Fasi 
have been assigned to underwriting 
posts, and William J. Spencer assigned 
to S. & A. claims. 

Mr. Whalen has been with the 
A. & H. department of Reliance Life. 
Mr. Fasi has been with Aetna Life’s 
home office A. & H. department and 
Mr. Spencer was a claim service repre- 
sentative of Travelers at Los Angeles. 


Carl A. Ernst Addresses 
St. Louis, Wichita Groups 


The necessity for individual agent 
support of International Assn. of 
A. & H. Underwriters through active 
or associate membership in their local 
associations was emphasized by Carl A. 
Ernst, North American Life & Cas- 
ualty, president of the International as- 
sociation, in his talk to A. & H. Under- 
writers Assn. of St. Louis. He also 
reviewed some of the effective sales 
methods being used by his agency. 

He stressed the need for practical 
training of A. & H. agents, deploring 
that few companies have educational 
courses for new agents. He then touched 
on the steps that have been taken by 
the International association, including 
the school to be conducted at Univer- 
sity of Illinois Dec. 3-5. 

Mr. Ernst also addressed an excellent 
turnout of Kansas association mem- 
bers at Wichita. He said he expects 
to visit 50 local associations before his 
year ends June 1, during which he will 
have traveled 50,000 miles. He paid 
tribute to Bert A. Hedges, Kansas 
manager of Business Men’s Assurance, 
International association executive 
board member and zone chairman, who 
was the organizer of the Wichita and 
Kansas associations. He said he wished 
there were more men like him — and 
more associations like the Wichita 
association. 











Hospitals Seek Cooperation 


The importance of hospitals cooper- 
ating with insurers writing hospitaliza- 
tion insurance was stressed at a meet- 
ing of Oklahoma City A. & H. Assn. 
Bryce Twitty, administrator of Hillcrest 
Memorial Hospital, Tulsa, emphasized 
the need of working together in the 
interest of countrywide coverage. 

He said that while the cost per day 
of hospitalization has materially in- 
creased, the actual cost of hospitalization 
is reduced by greater facilities available 
for shortening the period of hospitaliza- 
tion. Where a patient formerly spent 
several weeks recovering from an opera- 
tion, today he can leave the hospital 
within a few days. 





Tennessee Valley Life of Jackson, 
Tenn., has entered the A. & H. field. 
L. M. Honeycutt has been named A. & 
H. agency director. 








can buy FAMILY INCOME 


Also offered for the first time to Diabetics 





* One Year, 5 Year Non-Renewable, 10 and 15 Year Term 
* Half Rate Plans: Double Protection to 65 


* Reduced Extras on Endowments 
* $75,000 Limit: Ages 20-60 


Branch Offices in the Following Cities 


Baltimore Detroit Los Angeles Portland 
Chicago Hartford Newark Saginaw 
Cincinnati Honolulu Philadelphia San Francisco 
Cleveland Lansing Pittsburgh Seattle 


Also licensed in the District of Columbia, Arizona and Idaho. 


YOUR OWN COMPANY FIRST... THEN 


THE 


’ MANUFACTURERS 
INSURANCE LIFE COMPANY 














HeNATIONAL UNDERWRITER 





November 9, 1951 | 











18 
1 has b d Winnipeg; 
Baird Goes to Kellam Agency Wisin Keir manager‘of a sccond Te: 


of National at New York 


Harold W. Baird has been appointed 
manager of the John Kellam agency of 
National Life at 
New Canaan, Conn. 
and New York 
City. He entered 
the life business in 
1935 with North- 
western Mutual at 
Chicago and was 
later an assistant 
manager for Re- 
liance Life. 

In 1940 he joined 
the Johannsen 
agency of North- 
western Mutual at 
Brooklyn, The same 
year he became a 
Cc. &. 0. 

He is a past president of the New 
York association and is now national 
committeeman and a state delegate. He 
is an L.U.T.C. instructor at Hofstra Col- 
lege, Hempstead, L. I., and is a well 
known speaker at life sales meetings, 
business clubs and associations. 

He is a Northwestern graduate and an 
army veteran of the second war. 








Has New Canadian Branches 


Paul Revere Life has opened three 
new branches in Canada. J. Mac Wilson 


ronto office and H. F. Ruiter manager 
at Hamilton, Ont. 





Mutual Appoints Murray, 
Sattem to Retire at L. A. 


Leo C. Murray, a member of Mutual 
Life’s field training staff, has been ap- 
pointed Los Angeles manager effective 
Jan. 1 succeeding G. A. Sattem who will 
retire. Mr. Murray has been with Mu- 
tual since 1947 when he began as a field 
man at Oklahoma City. In 1949 he was 
promoted to assistant manager at that 
agency, and in 1950 he advanced to his 
present position. 

Mr. Sattem joined the company in 
1912 as a field representative in Illinois 
and advanced through a succession of 
supervisory assignments in Illinois and 
Wisconsin. In 1926 he became manager 
at Omaha and later at St. Paul. In 1937 
he was named superintendent of agen- 
cies, and in 1942 he returned to the field 
as manager at Los Angeles. 

Simultaneous with the new appoint- 
ment, assignments among six California 
agencies will be shuffled. Currently the 
Sattem agency is servicing six counties. 
However, last year Mutual established 
five new agencies in the area, so that 
today there are three units in the city 
of Los Angeles plus agencies in Beverly 
Hills, Long Beach and Pasadena. Under 
the new arrangement the handling of 
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Ins. in Force December 31, 1950—$223,276,545. 
Agency Openings for Lutherans in 21 states. 


LUTHERAN MUTUAL LIFE INSURANCE COMPANY 
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business in the area will be divided 
among all six agencies. 

Mr. Murray will make his headquar- 
ters in Los Angeles at 810 South Spring 
street, which is now the Carl W. Wood 
agency. Mr. Wood’s agency and the 
Bill L. Rohlffs agency will transfer to 
1032 Wilshire boulevard where the Sat- 
tem agency is now located. 


Bankers Raises Whatley 


S. T. Whatley 
has been promoted 
to regional group 
at 
Louis for 
Bankers Life of 
Iowa. He has been 
a group representa- 
tive at Houston. 
Before he joined 
Bankers Life in 
1950, he was an 
agent of Pacific 
Mutual Life at Los 
Angeles. He en- 
tered the business 








Ss. T. Whatley 
as an agent of Aetna Life. 





Philpott to Gen’l American 

Frank R. Philpott, who is especially 
well known in the A. & H. field but 
has also been writing $500,000 a year 
of ordinary life in addition to super- 
visory work, has been appointed dis- 
trict manager at St. Louis for General 
American Life. 

He entered insurance in the 1920s 
and was a general agent in Massachu- 
setts before going to St. Louis in 1928 
to open a general agency for Monarch 
Life. He held that position 14 years and 
then was co-general agent of Columbian 
National Life for five years. Recently 
he has been district manager at St. 
Louis of Federal Life. 

He is a past president of St. Louis 
Assn. of A. & H. Underwriters. 


Paul Revere Shifts Benton 


Paul Revere Life has appointed 
Frank R. Benton regional group super- 
visor at Chicago associated with the 
Seiler agency. He was formerly group 
supervisor at Philadelphia. 


Keeler to Siegmund Agency 


Fred A. Keeler has been appointed 
agency supervisor for the William H. 
Siegmund agency of Connecticut Mu- 
tual at Los Angeles. In the life insur- 
ance business for 10 years, Mr. Keeler 
has also had wide experience in legal 
and trust work. Before joining the 
Siegmund agency, he was with North- 
western Mutual. He also had experi- 
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ence in the casualty insurance field as | 
an underwriter and brokerage field as. 
sistant. He received his C.L.U. desig. 
nation in 1949. During the last war he 
was in the navy. 





Travelers Names Four 


Travelers has announced four ap- 
pointments in life, accident and SToup 
lines. 

William I, Fleming, manager at Wip. 
nipeg, Man., has been appointed in the 
same capacity to Peoria, Ill. Albert G 
Arnold, manager at Peoria, has been 
appointed assistant manager at Sap 
Francisco. 

Luther J. Hargroves, assistant map. 
ager at Charlotte, N. C., has transferred 
his headquarters to the agency branch 
office in the Palmetto State Life Build 
ing, Columbia. 

M. Grondin_ has been appointed fielj 
supervisor at Montreal. 


Great-West Names Two 


Great-West Life has appointed J. Wi. 
fred Simmie manager at _ Saskatoop, 
Sask., to succeed Walter H. Jackson 
who will replace Mr. Simmie as map. 
ager at Windsor, Ont. Mr. Simmie 
joined the company at Winnipeg, jn 
1941, In 1945, he was named manager 
at Kingston, Ont. Mr. Jackson joined 
the company at London, Ont., in 1935, 


Kornhaus to Okla. City 


Tom J. Kornhaus has been appointed 
general agent at Oklahoma City of 
Farmers & Bankers Life to succeed | i 
Grover C. White, who is retiring but 
will continue to service his old policy- 
holders. 

Mr. Kornhaus has been general agent 
of the company at Grand Junction, Colo, 
He had previous experience in life insu- 
ance at Wichita with Equitable of Iowa 
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Gordon L. Joedicke has been named | phone bill 


assistant manager at Toronto of Mutual 
Life of New York. 


Arnold Rothschild, agency super 
visor for Sun Life of Baltimore, has re 
turned to the company after a year of 
duty with the marine corps. 
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Great-West Life has appointed Fred-| have rejec 


erick S. Brimacombe as supervisor at 
Brandon, Man. He joined Great-West } tj 
in 1948 at Edmonton. 
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M.D.R.T. Executive Body aah 


Holding Planning Session {" 


The executive committee of Million T 
Dollar Round Table is meeting at its 
Chicago Chicago headquarters on Nov}! 
9 to formulate plans for the meeting be 
ginning on June 13 at Mount Washing 
ton hotel, Bretton Woods, N. H. Pres 
ent at the meeting will be the following 
executive committee members: William 
T. Earls, Mutual Benefit, vice-chairma; 
John O. Todd, Northwestern Mutual 
Chicago, past chairman; G. Nola 
Bearden, New England Mutual, Los 
Angeles; Herbert P. Karlsruher, New}, 
York Life, New York City, and Waltet 
N. Hiller, Penn Mutual, Chicago, chait- 
man. 

The program committee headed by 
Mr. Earls will meet at the Palmer 
House on Nov. 10. 


Gleaner Holds Convention 

Gleaner Life held a 2%4-day conver 
tion at Grand Rapids, Mich. Include ft 
in the order of business were two def 
nite resolutions against communism 
socialism. 
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: Key Man Insured 


as Byproduct of 
”! Unused Credit 


at Win. 
od in the} It is no longer necessary for a cor- 
Albert G | poration to carry the risk of loss that it 


1as beeg | will suffer when it loses a key man, be- 
at San} cause it can insure him, then transfer 


the risk, as a byproduct of its unused 


ant man. | credit, according to John O. Todd, in- 
ansferred | dependent, Chicago. At the last C.L.U. 


y branch 
fe Build. 


ited field 


vO 


Institute he described this approach to 
the sale of key man insurance, and his 
jdeas since have been put to use by 
many who heard his talk with especially 
good sales results. ; 
Mr. Todd cited a National Industrial 
Conference Board survey which indi- 
cated that 80% of the businessmen ques- 


-d J. Wit tioned did not believe in business in- 


askatoon, 


surance because they said it was only 


Jackson possible to sustain a corporation by 
as man-| taining management from the ground 


nipeg, 


Simmit yp and that men, not dollars, are the 


it answer. He called this part way think- 


manage | ing but said that if it is true from the 


on joined 


point of view of the market that 80% 


» in 1935, don’t believe in business life insurance, 


y 


then, if life insurance salesmen can con- 
yet only one quarter of the business- 


appointed | men, they can double their market. 


City 


of| The point that must be made is that 


» succeed | it is not necessary to immobilize large 
tiring but | amounts of corporate money in order to 
ld policy- | insure executives. Cash value need not 


be considered in the old concept of the 


eral agent | ‘sacred cow,” he explained. The mor- 
tion, Colo, | tality cost of the insurance can be writ- 


life ins: 


ur- ) ten off as a non-deductible expense, and 


> of Iowa | when it is, over a period of time it 


amounts to less than the company’s tele- 


en named | phone bill. Meanwhile, the cash value 
of Mutual | builds up as a liquid reserve, and creates 


y super 


‘e, has 
a year 


an additional credit which is only there 
because the company owns the insur- 


ance. 
re- 


of | No Loss in Working Capital 


He said that most businessmen who 


ited Fred- have rejected the idea of key man in- 


ervisor 


at | surance did so on the erroneous assump- 


reat-West | tion that any money used to pay pre- 


dy 
sion 


miums had to be taken away from work- 
ing capital, and since they are accus- 
tomed to thinking that working capital 
will earn 15 or 20%, they then argue 
that the cost of the money for insurance 
would yield more if left in the business. 


»f Million |The agent’s purpose is to show that the 


ing at 
; on 
eeting 


its factual cost of the money is not more 


Nov.}than they have to pay someone else to 


be- }get the money, and at 3% gross with a 


Washing: §50% tax rate, that cost is only 14%. 


H. Pres 


following | Educational Insurance” 


c William The salesman must first establish that 
eo even if men must always be in training, 
1 


>. Nolan 
tual, Los 
her, New 


unexpected acceleration occurs with a 
Premature death and means moving men 
up before they are ready. If it is agreed 


that t i i 
nd, Walte he younger man coming up will 


make some mistakes that his predecessor 


go, chai lwould not have made, the idea of a tax 


1eaded 
e P 


ntion 


almer 


b free flow of money into surplus at that 
Vitime can be said to be “educational in- 
surance” to see to it that there is no 
serious impairment in the continuity of 
profits while the new man is gaining 
experience. Men like this idea, he as- 





y conver Serted. If they can see that the cost is 
Include negligible instead of high, it becomes 
two defrtclear that a general application of the 


unism 


tinciple involved will materially reduce 
¢ losses incident to a change in man- 
pgement. 

His talk was related to the financial 
.Btatement of an hypothetical corporation 


an artic worth $15 million in whose balance sheet 


mi’’s Only $50,000 of life insurance cash 
value On corporate executives. 








sas: He called that “a piddling amount, like 
putting a dinghy on the Queen Mary and 
addresstlys 28 it a life boat, not enough to do 
snooga tany good.” He noted that the corpora- 





Hon had a total of more than $7,500.000 








bf debt which, for various reasons, had 





by no means extended it to the point 
where it no longer had any credit. 

Assume, he suggested, that instead of 
$50,000, that the corporation had $550,000 
in cash value of life insurance on execu- 
tives. Further suppose that as a result 
either as a sum within the investment 
there was $500,000 of additional indebt- 
edness at 3%, or another $500,000 in 
notes payable to banks or in 20-year 
sinking fund bonds. It would not change 
the equity of the corporation in any way, 
nor would it alter its available capital 
for the purpose of running the business, 
because it has created a liquid collateral 
which wouldn’t exist if it hadn’t bor- 
rowed the money. It has in no way in- 
terfered with its potential as far as re- 
gards operating capital needs. 

He asked: “If you were a banker, in 
this corporation in this circumstance, 
suppose that it had not yet borrowed 
this $1 million in short term notes pay- 
able to banks and that the financial 
statement showed, let’s say, $3%4 million 
in the 20-year sinking fund bonds instead 
of $234 million and over here on the off- 
set it has half a million dollars in cash 
value of life insurance, instead of $50,000 
which represented $2 million on the life 
of key executives. Now, I’m president 
of that company and I want to borrow a 
million dollars for short term operations. 
Which one would you rather lend the 
money to—this company or the other 
one? That $2 million of corporation in- 
surance makes the corporation that owns 
the life insurance a lot better risk.” 


Credit Byproduct 


Mr. Todd called this a byproduct be- 
cause it is a credit that the corporation 
would never use for any other purpose. 
“It is available to the corporation as a 
byproduct of the rest of its operations 
and it doesn’t cost it a dime to use it. 
If it costs 3% interest at a 50% tax pay- 
ment, that’s 144% interest. If every man 
they insure lives to his expectancy and 
then dies, or stated another way, if they 
never have a premature death, they will 
ultimately collect in proceeds on their 
own money plus something between 2% 
and 3% compound interest, tax free. 
Therefore, interest rates, ie., the cost 
of money, can go up to 6% at a 50% 
bracket before it costs them a dime.” 

Under these circumstances, he asked, 
is there any reason why a corporation 
management should subject itself to the 
necessity of loss by arguing that the 
only way it an perpetuate the suc- 
cess of the company is to move man- 











ULS.. LIFE... 


a better life to live! 


When you are outside the city, here are five simple rules 


recommended by leading authorities for protection of 
our beautiful fields and forests: 


Break your match . . . every time. 
Crush your cigarette . . . every time. 
Drown your campfire . . . every time. 
Don’t throw cigarettes from cars. 

If you burn brush, check beforehand 


with your local ranger or fire warden. 


These 5 rules help to make U.S. Life... 
a Better Life to Live. 


eR 


Agents and brokers will find the United States Life portfolio of 
Group Insurance plans most complete. 


You may count upon the fullest cooperation from United States 


Life specialists .. . 


experienced in every aspect of insurance 


service which will help the agent and the broker. 





United States Life 
INSURANCE COMPANY 


IN THE CITY of NEW YORK 
84 WILLIAM ST., NEW YORK 38, N.Y. 


























MODERN WOODMEN 
LIFE INSURANCE 


Like other Fraternal Societies, Modern Woodmen of America 
provides “extra” benefits in addition to modern life insurance 
protection. These benefits are given to members at no extra cost. 
Outstanding is Modern Woodmen’s Polio Protection Plus whereby 
members automatically receive: immediate payment of $250.00 
when polio strikes; an additional payment of $250.00 if the attack 
results in crippling after-effects or death. Only Fraternalism could 
possibly offer Modern Woodmen Polio Protection Plus at no extra 
cost. 


(Attractive contracts and choice territory for Agents) 


MODERN WOODMEN OF AMERICA 
ROCK ISLAND, ILLINOIS 








HeNATIONAL UNDERWRITER 
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agement up. That of course is true, he 
conceded. Any corporation management 
that doesn’t create a plan of training 
younger men to come up through the 
ranks, is doomed to failure no matter 
how much money it has. But, said Mr. 
Todd, “it isn’t a very far cry to conceive 
of insurance against the catastrophe be- 
ing shifted over to the idea of insuring 
a continuity of profits,” an idea that has 
real sales appeal. 

Mr. Todd stated specifically that he 
was in no way advocating a “bank loan” 
plan of buying insurance. In his opinion, 
that is unsound. By way of illustration 
he recalled that the assumed corpora- 
tion was using almost $4 million of bor- 
rowed capital at the time the balance 
sheet was prepared. The corporation 
considers it worthwhile to borrow $1 
million in short term notes in order to 
keep $2% million in the bank. Suppose 
that at that point it bought $2 millon 
of key man insurance on an ordinary 
life basis and wrote a check for $60,000 
to pay the first premium. “Would you 
say they were buying the insurance on a 
‘bank loan’ plan? I think not.” 


Hancock, CIO Contract 
Goes to WSB for Approval 


The two year contract between John 
Hancock and its industrial agents coun- 
trywide, represented by insurance and 
allied workers organizing committee, 
CIO, has been approved by the New 
York department and will have retroac- 
tive effect as to compensation to Aug. 2, 
1951, once it is approved by the wage 
stabilization board. 

The new contract, according to the 
union, provides an average weekly in- 
crease in compensation of $12.86 based 
on an assumed average industrial debit 
of $250 and a monthly debit of $500. In 
addition, it calls for the elimination of 
the so called agents agreement, stream- 
lines and strengthens the grievance pro- 
cedure, and provides a program for 
building larger debits. 


New L.I.A.M.A. Consultant 


William H. Whorf has been appointed 
consultant to the company relations 
division staff of Life Insurance Agency 
Management Assn. He has been a field 
supervisor of Paul Revere on the west 
coast and has a background of ex- 
perience in A. & H. insurance, as well 
as in group and ordinary life. Before 
going to Paul Revere agency depart- 
ment in 1950, he was a group life sales- 
man in northern California. He is an 
Amherst graduate and a marine corps 
veteran. 

His appointment brings the staff of 
consultants up to 10. 


Chicago Cashiers to Hear Klager 


Roy B. Klager, central service office 
manager for Mutual Life, will address 
the Chicago cashiers at a luncheon Nov. 
14. on personnel administration. 














Lewis R. Sams, vice-president and 
sales manager Retail Credit Company, 
was elected a director of the company 
to fill the unexpired term of the late 


E. J. Hardin. 






Midwest Managers 
Eye Term Trend 


(CONTINUED FROM PAGE 2) 





the type of policy the agent would 
propose in such a case, and what he 
would propose if his original presenta- 
tion met with resistance. 

Only 30% of those replying would 
have proposed a permanent plan; and 
if their original proposal met with 
resistance from the prospect, 41% of 
those who hadn’t recommended pure 
term in the first place indicated they 
would counter with an alternate pro- 
posal including even more term. 

“The average agent is a devout pro- 
tectionist,” Mr. Wonderlic declared, 
“believing that term is the salable solu- 
tion when sales resistance is met.” 


Rebuilding Term Thinking 


The first job in countering the term 
trend is to rebuild our own thinking on 
financial planning, according to the 
speaker. “The facts of life are that of 
those men who have reached age 30, 
two out of three will still be around 
and kicking at 65. When we lay em- 
phasis on the sale of term insurance, 
is it not possible that we are servicing 
one-third of our market while neglect- 
ing the needs of two-thirds. Should we 
not get back to selling life insurance as 
“win all ways—live, die, or quit?” 

Concluding, Mr. Wonderlic reported 
to the conference, the results of the 
Baltimore survey administered to the 
conferees themselves before his talk and 
without their knowledge of its source 
or purpose. 

Some 61% of the management men 
attending the conference indicated that 
their first proposal in the hypothetical 
case set up by the questionnaire would 
be term or a term combination, and 
13% would propose pure term. If they 
met with buyer resistance, 48% of 
those who had not recommended pure 
term in the beginning would shift to 
an alternate proposal including more 
term than originally suggested. 

“How can you expect your men to 
sell permanent insurance if you as field 
and home office management men are 
yourselves sold to that extent on term?” 
Mr. Wonderlic asked. 


Boom or Bust 


“Almost everyone is taking for grant- 
ed that the rearmament task will pro- 
vide effective immunity against the sud- 
den appearance of an_ old-fashioned 
business depression,’ Merle Hostetler, 
research department manager Federal 
Reserve Bank, Cleveland, told the con- 
ference; “but people are beginning to 
wonder if the programmed defense ef- 
fort isn’t actually pushing this country 
into an overspent condition which will 
inevitably precipitate a serious economic 
reaction.” 

Whether the ultimate result will be 
painfull or not depends much on pub- 
lic response and reaction,” the economist, 
editor of the “Monthly Business Re- 
view” and commentator on Cleveland 


radio WGAR, declared. “If the record 
volume of purchasing power can be 


BROTHER!-ARE YOU INARUT? 


kept from exhausting itself in a prodigal 
speculation of some sort or other, the 
current defense effort need not have a 
bad ending. Your profession will play: 
a vital role in determining just how 
much prudence, caution, and thrift will 
be practiced at a time when such qual- 
ities are needed the most.” 

Summarizing the conference James 
Rutherford urged registrants to avoid 
“grasshopper thinking” in which they 
lose sight of the original goal by con- 
stantly changing direction in mid-air. 

“See that your men get vision and 
keep it,” he urged. “Set your goal and 
get there with selection and sales pro 
cedure. But foremost, get the true reli- 
gion of life insurance and give it to 
your men.” 


Prudential Agents Vote 
on Dec. 1 Strike Call 


Strike votes are being sponsored in 
Prudential district agencies by the AFL 
Insurance Agents International Union 
which represents the company’s agents 
in 35 states. 

The union’s contract with the com- 
pany expires Dec. 1. Negotiations be- 
tween the union and company repre- 
sentatives broke down in late October. 
Unless some settlement is reached by 
Dec. 1 agents will be going out on 
strike, depending on the votes currently 
being taken in the local unions. Agents 
in Orange-Bloomfield, N. J., and at New- 
ark and Kearny already have voted for 
the walkout. 

Federal mediation service is discuss- 
ing a settlement with the union and the 
company. Its authority, however, is 
moral, not compulsory on either com- 
pany or union. 

There will be increased pressure on 
both parties to arrive at a solution as 
the Dec. 1 deadline approaches. 

Meanwhile, the CIO is trying to de- 
velop membership in Prudential. How 
that campaign will work out in view 
of the wage negotiations now under- 
way between the company and the AFL, 
is uncertain. The CIO lost out in its 
representation of Prudential agents sev- 
eral years ago when its now expelled 
affiliate, the UO'PWA, lost favor because 
of its alleged leftist tendencies. 


CIO HOLDING FIRE 

NEW YORK—tThe CIO Insurance 
& Allied Workers Organizing Commit- 
tee, which has been aggressively trying 
to wrest from the AFL the right to rep- 
resent the Prudential industrial agents, 
is now holding its fire until the latter 
see how negotiations with the company 
via the AFL work out. 

Leaders among the industrial field men 
asked the CIO union to hold back, in 
the hope of getting the kind of contract 
they wanted through their present affili- 
ation, the AFL. The IAWOC suc- 
ceeded in getting the required 30% of 
the agents lined up to give the union the 
right to petition the labor relations board 
but pending the outcome of the AFL 
negotiations with the company it is not 
filing its petition, although it has indi- 
cated to the agents that the CIO latch- 
string is out. 

The IAWOC is currently getting set 


..-- DO YOU HAVE THE FOLLOWING SYMPTOMS ? 


1. Hacking away at the same job day after day getting no place! 

2. See others pass you by and get agencies because they have been in 
service longer than you! 

3. Just barely making ends meet! 


We've got the medicine for you —a lucrative independent general agency. Write me for details. 


STANDARD LIFE INSURANCE CO. of IND. 


INDIANA 


INDIANAPOLIS 


GENERAL AGENCIES OPEN IN Arkansas 
Florida * Georgia © Illinois + 
Maryland + Michigan » 

Tennessee ° 


- Hany VU. Wade, President 


* Arizona *« Delaware 
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for the election Nov. 30 among Metro. 
politan industrial agents in Pennsylvania 
New Jersey, and the New York metro. 
politan area. In Pennsylvania and Ney 
Jersey the choice is between CIO anj 
no union. In the New York election 
it is between CIO, AFL and 
union. Dec. 7 there will be a 
election for Ohio Metropolitan agents 
unions involved being CIO and Inte. 
national Union of Life Insurance Agent, 
an independent union. 


2 Metropolitan Clerks 
in $25,000 Embezzlement 


Two home office clerks of Metro 
politan Life are being held in bails g 
$1,500 in New York felony coyy 
charged with embezzling $25,000 from 
the company during the past thre 
years. 

An assistant district attorney said th 
men had access to files of lapsed anj 
long matured policies and compiled from 
them a list of persons who had mong 
due from the company but could ng 
be located. The clerks submitted forges 
claims, intercepted the checks, and cash. 
ed them, according to the prosecutors 
office. 

The defendants are Eugene J, Cy. 
roll, 38, who has been with the com 
pany for 20 years, and Richard Wilson, 
36, who has been employed for 4; 
years. 

The peculations were uncovered whe 
the holder of a long dormant policy 
claimed his money. Company record 
showed that the claim had already been 
made and settled. Then came the in 
vestigation. 





Trust Council Hears Carter 


Chicago Life Insurance & Trust 
Council will hear Milton E. Carter, Chi- 
cago attorney, formerly with the Treas- 
ury department, treat the valuation oi 
close corporation interests at a luncheon 
Nov. 29. 


OBSERVATIONS _ 


A. & H. Market Tussle Looms — 


All signs point to an interesting 
for business as the life companies 
rolling in the individual A. & H. 
If the life companies stick to their tra 
tion and offer diminishing commi 
with a lower first-year commission 
the casualty companies pay for the 
ness and lower renewal commissio 
they will have some difficulty in keep 
their own agents from continuing bré 
erage business with the casualty com 
panies. However, the life companies wil 
have a weapon in the form of lowe 
premiums which they can offer becaus 
their commission scale is lower. Some 
of the life companies will be putting ot 
participating plans at potentially low me 
cost. The life insurance agents may st 
that, despite the fact their commissidt 
take will be smaller placing A. & H. with 
a life company than with a level premium 
casualty company, the lowness of 
rate compels them to place their busines 
with their own life company. 











- Hospital Admission Plans Bog 


Look for some action to be taken it 
the large metropolitan areas where hos 


* pital admission plans permitting assigt 


ment of benefits for group assured af 
in effect. There will be renewed effort 
on the part of insurance people to# 
struct hospital employes, particulall 
admission clerks, on how the a 
works. A number of cases of dissatisi@ 
tion have arisen where the assign 
procedure has not been understood | 
has been forgotten by hospital 9 
sonnel. The hospitals have = 
grievances against certain insuf 
companies for not keeping them 
formed of changes in groups af 
policy provisions. It has been @ 
home to the insurance business tha 
system is a good one, but it 1s om 
strong as the newest hospital admis 
clerk. % 
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The real test of the worth 
of a sickness and accident 
policy comes at claim time. 
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Much of the labor has been taken out of the development of a lead 
into a sale with the new, modern line of Berkshire Life’s 108 Adult 
and Juvenile Plans, Riders and Coverages. 

In our “Merchandise Chart” and “Portfolio” you'll find such 
interesting, saleable contracts as the “Preferred Life” which is 
typical of the complete line of Berkshire Life’s sales-producers. 





ANNUAL PREMIUM $ 255.30 
TOTAL CASH DIVIDENDS* $1074.60 


PREFERRED] (jor fur $3714.80 


LIFE AVERAGE YEARLY NET COST* $ 1.58 
Per $1000 — 20 Years 
MONTHLY LIFE INCOME $ 34.26 
ae ee Ge) 
certain at Age ale 
$10,000 If Dividends* are left to accumulate 
Monthly Income at Age 65 (Male) 

Age 35 may be increased to $ 51.18 
(Minimum $5000) ] +The Dividends in this illustration are neither estimated nor guaran- 
teed but are computed on the same basis as the scale of dividends in 
effect at the date of this illustration (July 1, 1951 basis). Similarly, the 
interest rate d is that } dhuuel on eoth nian 
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BROKERS AND SURPLUS WRITERS are invited to write 
to the nearest Berkshire Life General Agent for FREE copies 
of both the handy pocket-sized Merchandise Chart and Port- 
folio which outline the many unusual sales opportunities 







































Vy e are proud to be 


numbered among those 
who are continuing 
to provide future 
financial security 
in the best traditions 
of the American way of life. 


ATLANTIC LIFE 
INSURANCE COMPANY 


RICHMOND, VIRGINIA 
Established in 1900 


ROBERT V. HATCHER 
President 

















‘“‘HONESTLY, IT’S THE BEST POLICY” - 














The man who 


launched a thousand SMILES! 


No intention of taking any wind from the sails of Helen 
of Troy whose face is said to have launched a thousand 
ships, but— 
Her famous fleet would look like a bathtub regatta com- 
pared to the number of happy lives and successful careers 
that have been launched by Gordon M. 


For Gordon, in his role of insurance specialist, has 
helped scores of families to chart a‘safe course for their 
childrens’ education... has shown them how to protect 
their income and future against the storms of adversity... 
and how to make a safe haven of old age through proper 
planning. Small wonder that Gordon’s own life is a full 


and happy one— 
The argosy of dreams he has brought home for: other 
people has enriched his community. It has given him a 
place of honor among his fellow citizens. And it has built 
for him a lifelong career as a representative of The Equi- 
table Life Assurance Society. 
x * * 


One of a series of advertisements illustrating how a representative of The Equitable 
Life Assurance Society serves his community by selling life insurance. 


LISTEN TO “THIS IS YOUR FBI”... official crime-prevention 
THOMAS |. PARKINSON, President broadcasts from the files of the Federal Bureau of Investiga- 
tion...another public-service contribution sponsored in his 

community by The Equitable Society Representative. 


393 Seventh Avenue, New York I, N.Y. 
EVERY FRIDAY NIGHT « ABC NETWORK 





